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Our  increased  range  of  products  are  now  supplied  in  new  redesigned 
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Fair  to  some 


As  we  went  to  press  there  were  hopeful 
noises  coming  from  the  Pharmaceutical 
Services  Negotiating  Committee 
concerning  the  discount  "clawback" 
dispute  with  the  DHSS  (p4).  The 
words  "compromise"  and  "settlement" 
are  clearly  ones  which  the  contractor 
will  be  pleased  to  see  in  the  PSNC's 
guarded  statement — issued  pending  the 
outcome  of  a  full  emergency  meeting 
of  the  Committee  to  be  held  on 
Thursday,  after  C&D  went  to  press. 

However,  there  appeared  to  be  a 
cloud  on  the  horizon,  because  there 
were  also  indications  that  part  of  the 
"compromise"  may  include  an  interim 
discount  scale  of  5  per  cent  (wholesale 
element)  to  be  applied  from  June  1 — 
and  there  is  no  mention  of  any  form 
of  sliding  scale. 

Of  course  this  "interim"  is  planned 
to  be  effective  until  the  results  of  the 
full  discount  inquiry  are  known,  but  if 
the  returns  in  the  C&D  survey  are  any 
indication  at  all,  not  only  is  5  per  cent 
an  unreal  figure  overall  but  there  are 
many  who  have  not  received  or  taken 
discounts  who  will  be  penalised 
severely.  (We  are  still  receiving  replies 
to  the  survey — questionnaire  forms 
were  contained  in  the  June  20  and 
June  27  issues  on  the  Comment  page, 
and  late  returns  will  be  welcomed.) 

Many  of  our  respondents  have  made 
the  point  that  they  regard  their 
Unichem  profit  share  as  precisely  that, 
and  they  will  object  strongly  to  any 
attempt  to  take  it  away  as  "discount". 
And  for  some  this  "share"  appears  to 
be  the  nearest  they  get  to  a  discount  o'f 
any  kind.  The  other  very  common 
problem  (as  mentioned  last  week)  is 
that  although  entitled  to  discounts, 
some  surprisingly  large  turnover 
businesses  are  unable  to  find  the  cash 
to  pay  within  the  necessary  30-day 
period.  Overdrafts  and  the  consequent 
interest  charges  mean  that,  far  from 
making  a  little  on  the  side  out  of  the 


NHS,  some  contractors  have  been 
falling  further  behind. 

Our  survey  shows  that  almost  all 
pharmacists  put  the  interests  of  their 
patients  before  their  own  financial 
advantage — even  the  below  £3,000  per 
month  contractors  use  at  least  two 
wholesalers,  and  while  this  still  allows 
them  to  reach  a  discount  level  with 
one,  the  overall  figure  comes  down  to 
the  1-2  per  cent  mark.  There  are  also 
pharmacists  who  are  being  charged  for 
service  by  the  wholesaler  because  they 
do  not  reach  the  magic  £1,000. 

As  we  move  up  the  turnover  scale 
the  maximum  discount  achieved  rises, 
as  would  be  expected,  but  even  in  the 
"over  £10,000"  category  there  are 
those  who  spread  their  purchasing  too 
thinly  to  average  anything  like  5  per 
cent.  But  in  all  categories  there  is  such 
a  variation  that  it  is  obvious  any 
averaging  system  is  going  to  be  unfair 
— probably  on  a  majority,  because  the 
winners  can  only  be  those  who  have 
put  themselves  first,  and  concentrated 
their  buying  power  (or  perhaps  they 
just  happen  to  have  better  wholesalers 
who  are  always  in  stock! ). 

Accurate  figures  must  await  the 
official  inquiry,  but  PSNC  will  have  the 
benefit  of  the  C&D  survey  forms  later 
this  week — and  the  offers  of  access  to 
confidential  figures  that  they  contain. 
Meanwhile,  it  seems  a  pity  that 
Macarthys'  lead  in  trying  to  end 
discounts  has  not  been  followed  by 
other  wholesalers.  It  might  have  saved 
a  lot  of  problems — and  perhaps  a  few 
bankruptcies?  ■ 
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THIS  WEEK'S  NEWS 


Discount  settlement  in 
sight— at  what  price? 


Compromise  proposals  for  settlement 
of  the  discount  "clawback"  dispute 
between  the  PSNC  and  the  DHSS  were 
to  be  discussed  at  an  emergency 
meeting  o'f  the  full  PSNC  on  Thursday 
July  2  after  C&D  went  to  press. 

The  PSNC  representatives  had 
requested  a  meeting  with  the  Secretary 
for  Social  Services  and  this  took  place 
on  June  24;  it  was  adjourned  for  five 
days  and  completed  on  June  29.  Both 
sides  apparently  made 
recommendations  at  the  first  meeting 
that  merited  consideration  and  the 
compromise  formula  was  reached  at 
the  second. 

C&D  understands  that  the 
settlement  proposals  contain  the 
following  elements: 

□  A  20  per  cent  increase  in  the  basic 
practice  allowance,  effective  from  July  1 
— the  first  anniversary  o'f  its  payment. 

□  An  increase  in  the  professional  fee 
by  about  24  per  cent  applied  from 
June  1. 

□  An  interim  discount  scale  of  5.44 
per  cent  applied  from  June  1  (made  up 
of  5  per  cent  "wholesale"  element  and 
0.44  per  cent  relating  to  other  factors 
involved  in  discount  inquiry.) 

The  statement  issued  by  the  PSNC 
after  the  second  meeting  with  the 
Secretary  of  State,  Mr  Patrick  Jenkin, 
on  June  29  is:  "Compromise  proposals 
for  settlement  of  the  dispute  were 


PSNC  representatives  arriving  at  the 
DHSS  last  week.  Left  to  right:  M.  Brining, 
R.  G.  Worby,  D.  N.  Sharpe,  B.  Silverman, 
A.  Smith,  S.  Axon 


discussed  and  the  negotiation  team 
undertook  to  report  back  to  PSNC  at 
a  special  meeting  to  be  held  on 
Thursday,  July  2."  ■ 

Request  for  Drug 
Tariff  items  refused 

There  appears  to  he  little  hope  of  a 
major  expansion  in  the  Drug  Tariff 
Part  VI  to  include  many  dressings  and 
appliances  used  in  hospitals  and 
community  health  departments. 

The  Department  of  Health  has 
replied  to  an  approach  from  the 
Pharmaceutical  Services  Negotiating 
Committee,  saying  that  the  list  was 
never  intended  to  be  comprehensive 
and  that  it  was  not  practicable  or 
cost-effective  for  GPs  to  provide  more 
than  a  selection  of  items.  A  letter, 
received  by  PSNC  at  its  meeting  on 
June  10,  explained  that  most  additions 
to  the  list  resulted  from  requests  from 
the  medical  profession,  usually  on  the 
grounds  that  the  item  in  question  had 
proved  valuable  in  hospitals  and  would 
benefit  general  practice  as  well. 

"The  list  is  therefore  kept  under 
review  and  alterations  are  made  in  the 
light  of  changing  needs  of  general 
practice,  extent  of  demand,  availability 
and  the  limitation  of  health  service 
resources.  We  are  always  prepared  to 
consider  specific,  worthwhile 
suggestions  about  additions,  but  given 
the  existing  constraints  there  can  be 
little  likelihood  of  a  major  expansion 


to  the  approved  list  unless  it  were  to 
lead  to  an  overall  reduction  in  costs," 
the  letter  concludes. 

Other  matters  discussed  were: 

■  A  letter  was  received  from  a  Local 
Pharmaceutical  Committee,  expressing 
concern  that  the  City  and  East  London 
contractors  were  receiving  the  benefit 
of  PSNC's  negotiations  without  meeting 
any  of  the  cost.  While  agreeing  with 
the  sentiments  expressed,  PSNC 
acknowledged  that  it  was  impossible 
to  withdraw  from  individual 
contractors  the  general  benefits 
springing  from  negotiations  with  the 
Department  of  Health. 

■  PSNC  agreed  to  accept  an  invitation 
received  from  the  British  Standards 
Institution  for  a  representative  to  sit 
on  the  committee  dealing  with 
"Proposed  Revision  of  BS  1679:  Part 

6 — Glass  Medicine  Bottles." 

■  PSNC  received  a  letter  from  the 
secretary  of  the  Society  of  FPCs  in 
reply  to  its  request  for  inclusion  of  a 
pharmaceutical  input  to  the 
subcommittees  dealing  with  doctors' 
practice  arrangements.  The  reply  stated 
that  the  Society  considered  there  were 
matters  on  which  each  PPC  should  be 
free  to  decide  upon  its  own 
procedure.  ■ 

Irish  computer  trial 

A  pilot  study  on  the  use  of  medicines 
in  Northern  Ireland  hospitals  has 
started  using  a  computer  installed  in 
the  Ulster  Hospital,  Belfast. 

The  computer  is  a  CMC  Reality 
Royale  and  is  used  for  stock  control 
in  the  pharmacy.  Additional 
features  include  automatic  re-ordering, 
invoice  checking,  contract  monitoring, 
computer-prompted  stock-checking  and 
financial  and  management  information. 
It  is  intended  to  instal  enough  similar 
systems  to  cover  the  entire  province 
and  data  on  medicines  usage  will  be 
accumulated  on  magnetic  tape  at  each 
peripheral  computer.  The  data  will  be 
collated  at  a  central  computer  to 
provide  an  oversight  of  medicines 
usage  in  the  NI  Health  Service. 

Computer  expertise  is  provided  by 
the  computers  branch  of  the  NI 
Department  df  Health  and  Social 
Services  and  the  specification  for  this 
project  was  a  joint  exercise  between 
the  branch  and  hospital  staff. 
Information  on  medicines  in  the 
community  in  Northern  Ireland  has 
been  available  since  1966  by  the  use  of 
a  central  computer  to  cost  and  analyse 
prescriptions  dispensed  in  general 
practice  pharmacies.  ■ 
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No  support  for 
Macarthys'  bid 
to  end  clawback 

Macarthys  'announced  their  intention 
to  reduce  discounts  from  July  back  in 
June  {C&D,  June  13,  pi  107),  in  an 
open  invitation  to  their  competitors  to 
do  likewise,  and  in  the  hope  that  such 
action  would  avert  or  minimise  the 
imposition  of  an  interim  clawback 
from  the  DHSS.  However,  they  now 
say  that  they  have  decided  against 
this  action. 

Mr  D.  W.  S.  Wright,  managing 
director  of  Macarthys  says  in  a  letter 
to  chemist  customers  dated  June  25: 
"We  anticipated  that  chemist 
contractors  were  about  to  suffer  a  loss 
o'f  income  from  their  dispensing 
activities  anyway,  and  we  believed  that 
retention  by  wholesalers  rather  than 
the  DHSS  was  the  more  acceptable 
alternative,  as  this  would  aid  the 
maintenance  of  high  standards  of 
service.  It  is,  after  all,  the  discounts 
which  are  being  used  to  justify  the 
'clawback'. 

"At  this  stage  it  is  clear  that  our 
hopes  for  support  from  other 
wholesalers  have  not  been  realised. 
Consequently  it  appears  that  the  DHSS 
are  poised  to  grab  another  slice  of 
the  distributors'  margin  which  we  are 
sharing  with  our  customers.  Of  course, 
we  recognise  that  the  'clawback'  will 
have  adverse  financial  effects  on  our 
chemist  customers  and,  as  indicated  in 
my  letter  dated  June  19,  we  have  no 
wish  to  create  the  double-loss  situation 
we  are  trying  to  avoid.  Therefore,  I 
wish  to  confirm  that  our  terms  will 
not  be  changed  in  July,  and  current 
discounts  will  apply  until  further 
notice. 


Concern  for  service  levels 


"Our  concern  over  wholesalers' 
ability  to  maintain  adequate  service 
levels  has  not  disappeared.  The  desire 
to  maximise  discount  value  will  cause 
more  chemists  to  further  reduce  the 
number  o'f  wholesalers  they  support 
or  use,  and  it  is  our  view  that  a 
reduction  in  choice  is  a  reduction  in 
service.  However,  we  are  determined 
that  if  you  choose  to  give  us  a 
considerable  degree  of  support  we  can 
justify  your  confidence  by  the  quality 
of  our  service  and  competitive  terms." 

In  conclusion  he  asks  customers  to 
accept  Macarthys'  apologies  for  any 
uncertainty  caused  by  their  attitude 
over  the  past  month:  "Our  gesture 
was  intended  to  initiate  a  return  to 
more  sensible  terms  and  thus  ensure 
higher  standards  of  service. 

"We  regret  that  it  failed,  but  we 
do  not  regret  the  attempt."  ■ 


VAT  on  prescriptions 
questioned 

Questions  have  been  asked  recently 
about  VAT  on  prescriptions — by 
pharmacists — of  the  Chancellor  of  the 
Exchequer,  and  by  an  MP  about 
those  dispensed  by  doctors. 

HM  Customs  and  Excise 
replied  to  Mr  U.  A.  Patel  MPS 
on  behalf  of  the  Chancellor:  "You 
suggest  that  in  place  of  the  existing 
provisions  for  zero-rating  drugs 
dispensed  by  a  registered  pharmacist 
to  a  doctor's  prescription,  all 
'prescription-only'  drugs  should  be 
zero-rated  at  each  stage  in  the  chain 
of  supply. 

This  would  not  lead  to  the 
administrative  simplifications  that  you 
suggest.  Retail  pharmacists  would 
still  be  obliged  to  keep  VAT  records 
and  render  VAT  returns,  and  would, 
in  addition,  'have  to  distinguish 
carefully  between  purchases  of 
standard  and  zero-rated  medicines. 

Considerable  administrative 
difficulties  would  also  be  likely  to 
arise  for  both  traders  and  C&E  if  it 
was  necessary  for  a  distinction  to  be 
made  for  tax  purposes  between 
prescription-only  and  other  medicines 
at  earlier  stages  in  the  chain  of 
manufacture  and  distribution. 
Confining  zero  rating  to  the  supply 
of  goods  by  a  pharmacist  to  a 
doctor's  prescription  provides  a  clear 
line  of  relief  which  is  easily 
understood  and  applied. 

I  should  like  to  thank  you  for 
making  this  suggestion,  but  I  can 
hold  out  no  hope  that  the 
Government  will  adopt  it." 

Mr  David  Gilroy  Bevan  asked 
the  Chancellor  of  the  Exchequer 
in  the  Commons  on  June  25:  "If  he 
would  take  steps  to  end  the  differential 
treatment  whereby  non  NHS  patients 
whose  prescriptions  are  made  up  by 
doctors  are  charged  15  per  cent  VAT 
but  other  patients  are  not  so  charged 

The  Government  response  was 


Last  year's  finalist,  pharmacist, 
Mr  Raymond  Crockett  from  Swindon 
(2nd  right  standing)  had  to  concede 
defeat  to  pharmacist  Derek  Harrhy, 
(5th  left),  at  St  Pierre  Golf  Club, 
Chepstow  in  the  regional  final  of  the 
Numark  chemist  national  golf 
tournament  1981  for  the  Beecham 
Trophy.  Second  place  went  to  Roy 
Richardson,  Beechams  Medicines  and 
third  to  pharmacist  Godfrey  Bailey 
(with  tankard). 


that  t'here  is  no  difference  in  the 
VAT  treatment  of  drugs  dispensed  by 
doctors  to  private  and  NHS  patients. 
In  both  cases  the  supplies  are  exempt 
from  VAT.  Doctors  dispensing  to 
NHS  patients  are  able  to  recover  the 
cost  of  the  drugs  from  the  NHS 
authorities  and  doctors  dispensing 
to  private  patients  will  normally 
include  such  costs  in  their  overall 
charges. 

He  concluded  that:  "Drugs 
dispensed  by  a  pharmacist  to  a 
doctor's  prescription  are  zero-rated 
from  VAT  in  all  circumstances."  ■ 

Tenter  den— 
still  adjourned 

The  judicial  review  of  proceedings 
between  Payden's  Ltd,  Kent  FPC  and 
doctors  of  the  Ivy  Court  practice, 
Tenterden  are  still  adjourned  (C&D 
June  27,  pi 204).  They  will  now 
recommence  on  Friday,  July  3  and 
continue  on  Monday  and  Tuesday, 
July  6-7.  ■ 


Vaccine  payments 

Information  about  payments  made 
under  the  Vaccine  Damage  Payments 
Act  1979  was  given  in  Parliament  last 
week  in  answer  to  a  question  from 
Mr  Stephen  Ross. 

Sir  George  Young  in  reply  said  he 
had  received  2709  effective  claims. 
Awards  made  to  date  amounted  to 
649  and  some  1300  claims  have  either 
not  yet  been  determined  or  reviewed.  ■ 
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Lauder  back  pharmacies  — 
on  payment  of  £350 


Estee  Lauder  have  introduced  a 
"gift  with  purchase"  scheme  for 
agency  pharmacists  in  response  to 
demand — but  on  payment  of  £350. 

The  £350  is  inclusive  of  VAT 
and  is  remitted  by  the  pharmacist 
together  with  a  signed  contract  which 
sets  out  Lauder's  and  agent's  mutual 
commitments.  The  pharmacist  is 
entitled  to  participate  in  two  separate 
gift-with-purchases  promotions  during 
a  12-month  period  from  contract  date. 

Specific  details  of  the  promotions 
have  not  been  made  available  to 
agents  in  the  South  but  the  gift 
will  be  available  free  to  the  customer 
when  two  Lauder  products  are 
purchased,  or  when  one  is  purchased, 
on  payment  of  a  nominal  sum. 
The  number  of  gifts  supplied  by 
Lauder  for  any  two-week  period  is 
negotiated  when  the  promotion  is 
detailed  and  any  gifts  not  handed 
out  are  returned  to  Lauder  by  the 
pharmacist  at  the  end  of  the  period. 

Local  advertising  by  the  pharmacy 
is  supported  on  a  50:  50  basis  by 
Lauder,  and  the  pharmacist  is 
required  to  keep  stock/order  books 
and  a  negotiated  minimum  stock 
holding  (Lauder  target  on  stock 
—€12,500  at  RSP;  on  turnover, 
£25,000  RSP).  Sales  assistants 
responsible  for  the  maintenance  of 
the  stock/order  books  and  selling 
the  stock  are  employed  by  the 
pharmacy  but  Lauder  pay  a 
commission  based  on  sales. 

Favourable  response 

Mr  Roger  Nicols,  national  sales 
manager  of  Estee  Lauder  told  C&D: 
"Until  we  introduced  this  scheme  we 
were  not  supplying  pharmacists  with 
a  service  which  was  available  to 
department  stores — so  we  asked  them 
what  they  required  and  came  up 
with  this.  To  date  we  have  introduced 
it  to  our  pharmacy  agents  in  the 
North  of  England  and  have  had  a 
99  per  cent  favourable  response. 
We  are  now  approaching  Southern 
stockists. 

"We  talk  individually  to  each 
agent  and  arrange  different  things 
for  different  accounts.  From  our 
point  of  view  these  arrangements  are 
promotional — they  are  not 
profit-making  but  profit-building 
long  term." 

Mr  Nicols  says  Lauder  have  370 
accounts  of  which  60  are  pharmacy- 
based.  Pharmacy  sales  assistants  can 
now  participate  in  product  training 
conferences  for  the  first  time — 12 
have  done  so  far  this  year.  Agents 


spoken  to  by  C&D  have  mixed  views 
about  the  project.  All  seem  to  agree 
that  Lauder  is  an  extremely  desirable 
agency  and  that  a  minimum 
stock-holding  of  £10,000  and  upwards 
is  not  unreasonable  since  it  can  be 
justified  by  stockturn. 

The  novel  notion  of  asking  agents 
for  a  cash  contribution  to  the  cost 
of  mounting  a  promotion  has  caused 
them  some  concern.  But  the  attitude 
embodied  in  Mr  Nicols'  remark: 
"Stockists  unable  to  recoup  £350 
over  the  two  promotions  are  not 
likely  to  have  been  signed  up  in  the 
first  place",  was  largely  vindicated 
by  both  objectors  and  supporters  of 
the  Lauder  scheme. 

One  objector  resented  having  to 
pay  £350  for  "the  privilege  of 
stocking  Estee  Lauder"  but  he 
did  not  intend  to  relinquish  the 
agency  voluntarily.  Mr  Nicols  assured 
C&D  that  anyone  not  wishing  to 
join  the  scheme  need  not  do  so  and 
that  their  future  position  with  Lauder 
would  not  be  prejudiced. 


Mr  Ken  Silver  of  Meacks 
Chemists  admitted  that  signing  the 
contract  and  paying  the  money 
without  precise  knowledge  of  his  first 
promotion,  other  than  that  it  was 
scheduled  for  October,  was  an 
"act  of  faith".  But  he  says  of  the 
Lauder  agency:  "It  is  the  greatest 
money-spinner  in  the  world,  and  a 
fantastic  agency  to  be  with — very 
fair,  up-to-date,  and  fashionable. 
In  fact  they  support  us  in  every 
way." 

Graham  Walker,  a  stockist  from 
Spalding  in  Lincolnshire  said  he  was 
"delighted  with  the  results  of  the 
scheme  to  date." 

The  consensus  of  stockists 
approached  by  C&D  was  that  the 
scheme  afforded  benefits  to  the 
chemist  previously  available  only  to 
department  stores.  Chemists  had 
always  been  required  to  have  similar 
stocks,  staff  and  space  for  the  product 
as  department  stores  and  present  it  to 
Lauder  standards — now  they  had 
access  to  promotional  activities,  the 
services  of  an  account  executive  on  a 
regular  monthly  basis,  testers  for  each 
perfume,  and  access  to  the  order 
department  on  a  first-come-first  served 
basis  for  Christmas  lines  and 
new  products.  ■ 


Scholl  encourage 
grocers' 


J  custom 


"Footcare  in  grocery"  is  the  title  of 
a  glossy  brochure  that  details 
Scholl's  success  in  the  UK  and  US 
footcare  market  and  invites  British 
grocers  to  participate — detailing 
their  record  in  US  grocery  outlets 
(estimated  at  a  20  per  cent  share  in 
1981)  as  an  incentive. 

Top-selling  lines  through  UK 
grocers  are  listed  as  insoles, 
corn  pads,  abrasive  products  (eg  corn 
and  callous  files,  hard  skin  reducers), 
sprays,  foot  powder  and  athlete's 
foot  products.  The  brochure  features 


the  lm  floor  unit  and  mentions  the 
other  floor  and  infill  units  available. 

Under  current  grocery  stockists  it 
lists  Safeway,  Tesco,  J.  Sainsbury 
and  Savacentre  and  gives  a  graphic 
illustration  of  Scholl's  1981 
promotional  spend  through  television, 
women's  magazines  and  national 
Press. 

An  accompanying  letter  with 
the  brochure  refers  to  ".  .  .  the 
grocery  trade's  continuous  desire 
for  new,  heavily  advertised,  fast 
moving  /profitable,  brand-leading 
lines  in  the  non-food  area,  particularly 
in  the  health  and  beauty  sections." 

It  goes  on  to  suggest  that  Scholl 
products  would  provide  "agreeable 

Continued  opposite 
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extra  'business,  which  of  course  these 
days  would  be  very  welcome  indeed." 

The  pharmacist  who  received  the 
brochure  and  letter  told  C&D  that: 
"It  looks  as  though  another 
traditional  chemists'  market  is  about 
to  be  eroded." 

Mr  Mike  Steinle,  Scholl  sales  and 
marketing  manager  explained  the 
move  to  C&D  'in  the  following 
statement:  "To  achieve  total  market 
groWth  we  entered  the  grocery  trade 
with  ifootcare  products  as  long  ago 
as  1971.  By  more  public  exposure 
overall  demand  for  footcare 
products  has  increased  during  the 
past  decade  and  pharmacists  have 
gained  from  this  trend. 

"'The  market  has  also  'benefited 
from  increased  promotional  spending 
which  is  in  excess  of  £1.5  million 
this  year."  ■ 


Move  to  the  country 

The  latest  census  may  at  least  bring 
some  cheer  for  rural  pharmacists,  with 
the  news  that  the  countryside  is  gaining 
population  at  the  expense  of  cities — 
some  H  million  people  deserting  urban 
conurbations  for  smaller  towns  and 
(he  relative  peace  of  the  countryside. 

Preliminary  results  of  the  1981 
census  show  that  the  three  English 
regions  without  large  industrial 
developments  had  substantial 
population  gains  over  the  past  10  years. 
East  Anglia  received  the  largest 
percentage  rise,  at  11.7  per  cent,  an 
addition  of  196,000  people,  and  the 
south  west  and  east  Midlands  pushed 
up  their  population  count  by  246,000 
and  174,000  respectively. 

The  remoter  districts  of  Cornwall, 
Suffolk  and  Humberside  had  growth 
rates  of  over  10  per  cent,  smaller 
towns  growing  even  faster.  Districts 
containing  New  Towns  also  received 
respectable  numbers — averaging  15  per 
cent  increases — culminating  in  a 
spectacular  85  per  cent  growth  rate 
for  Milton  Keynes.  "Census  1981, 
Preliminary  Report"  (HMSO— 
England  and  Wales  £4.80;  Scotland 
£6.70).  ■ 


News  in  brief 

■  The  Medicines  (Exemptions  from 
Restrictions  on  the  Retail  Sale  or 
Supply  of  Veterinary  Drugs) 
(Amendment)  Order  1981  (SI  1981 
No  793,  HMSO  £2.10)  updates  a 
similar  Order  introduced  in  1979.  It 
is  effective  from  July  1. 

■  It  has  been  pointed  out  to  C&D  that 
Mr  John  Mc'Connell,  second  in  the 
Northern  Ireland  regional  final  of  the 
Numark  chemists  golf  tournament,  is 
not  a  pharmacist  as  was  indicated  in 
our  recent  picture  caption. 


TOPICAL  REFLECTIONS 

By  Xrayser 


Letters 


As  usual  I  found  a  full  inspiration  for 
this  week's  topics  by  merely  casting  my 
eye  over  the  correspondence  columns 
which  last  week  gave  a  good  spread  of 
subjects.  First  I  was  interested  to  read 
LRC's  reply  to  my  moan  about  the 
withdrawal  of  the  Marigold  Chic  house 
gloves,  making  the  logical  and  welcome 
statement  that  their  new  Marigold 
Extra  is  a  better  glove. 

Unfortunately,  my  hunt  for  an 
alternative  (no  doubt  inferior)  led  me 
to  a  gauntletted,  lined,  glove  which  I 
buy  in  quantity  at  19p  a  pair,  and 
unblushingly  sell  at  39p— a  good  deal 
cheaper  than  the  cut  price  of  Marigold 
which  might  net  me  25  per  cent  on 
return.  So  far  there  seems  no  answer 
to  this. 

Then  we  have  the  "levy"  letters, 
one  from  Cheshire  LPC  asking  for 
support  for  the  PSNC  and  the  other 
from  Mr  Baxter,  who  rabbits  around 
the  nicety  of  whether  the  levy  is 
"voluntary  or  statutory"— and  discovers 
that  because  it  is  voluntary  they  have 
a  perfect  right  to  deny  the  money  to 
the  PSNC. 

We  might  say  the  manning  of  a 
ship's  lifeboats  is  voluntary,  even 
though  they  are  provided  by  the 
shipowners.  But  to  exercise  a  right  not 
to  man  one  because  the  captain  has 
not  been  able  to  consult  every 
passenger  during  a  crisis  would  seem 
to  be  carrying  democratic  rights  a  bit 
far— particularly,  getting  back  to 
the  point,  when  you  realise  that 
the  actual  money  cost  of  the  levy  does 
not  come  out  of  the  pockets  of 
contractors  but  is  reimbursed  in  full 
as  a  legitimate  part  of  the  cost  of  our 
negotiating  expenses.  All  City  and  East 
are  doing  is  depriving  our  negotiating 
body  of  part  of  its  necessary  income. 

Much  better!  

Ages  ago,  in  a  fit  of  exasperation,  I 
complained  about  my  white  coats 
bought  from  the  NPA  or  ICML.  I 
was  a  little  vague  as  to  which  of  these 
two  bodies  since  I  used  to  think  of 
them  as  one.  Well  I  was  wrong.  Both 
the  NPA  and  ICML  separately  offer 
shop  garments.  I  know  this  because  as 
an  unexpected  (it's  true! )  spin-off  from 
my  complaint,  I  received  shortly 
afterwards,  parcels  from  both  of  them, 
(via  C&D)  asking  for  my  usual 
absolutely  unprejudiced  appraisal. 

They  sent  enough  shopcoats  to  last 
me  and  my  staff  for  years,  and  I  am 
happy  to  say  that  it  looks  as  though 


they  will.  They  are  well  made,  better 
now  than  my  original  purchase,  with 
press-stud   fastenings  which  my  staff 
like  instead  of  the  old  threequarter 
length  zips.  They  launder  well,  look 
clean,  smart,  and  (laugh  this  off  I 
cannot)  the  cheap  nylon  coat  which 
my  girls  said  they  preferred  has  now 
lost  shape  and  crispness,  and  rests 
drooping  in  a  corner  of  the  staffroom 
.  .  .  Another  eight  quid  down  the  drain. 
But  I'm  learning! 

From  ashes  arise! 

We  all  know  about  the  steady  sales 
of  Amplex,  a  name  synonymous  with 
breathtaking  hygiene.  I  have  consistent 
sales  of  tablets  and  capsules  and,  via 
the  swagman,  the  roll-on  deodorant, 
always  a  deep  cut  price.  So  deep  that 
I  never  buy  from  the  wholesalers  for 
I  can  retail  it  at  less  than  their  best 
trade  offers. 

As  you  may  have  guessed  I  am 
not  enthusiastic  about  mouthwashes 
but  marketeers  are,  so  my  toothpaste 
section  is  graced  today  with  Listerine 
and  Listermint,  TCP  and  Reply 
among  others. 

So,  When  I  saw  that  Ashe  have 
decided  to  launch  yet  another 
mouthwash,  but  with  the  so  evocative 
name  "Double  Amplex"  I  gasped  with 
admiration  at  the  marketing  aptness 
and  have  no  doubt  that  if  they  sell 
it  in  properly  they,  and  we,  will  have 
a  sure-fire  winner. 

Bread  and  marge 

Things  must  be  getting  tough  in  the 
photographic  trade,  for  never  have  I 
known  of  a  time  when  Kodak  have 
offered  us  more  than,  at  most,  1\  per 
cent  discount  on  films  or  cameras,  and 
then  only  for  quantities  way  above 
what  I  could  afford.  Yet  now  my 
wholesalers  and  processors  are  trying 
their  best  to  persuade  me  to  buy  at 
20  per  cent  (and  in  one  case  25  per 
cent)  off  list  trade  price. 

It's  marvellous,  helping  me  offset  a 
fierce  D&P  discount  war  where  I  am 
jammed  between  an  intensive  direct 
mail  shot  campaign  and  another 
retailer  who  is  discounting  to  the  bone. 
Fortunately  I've  worked  hard  and  have 
a  reputation  for  being  interested  in  my 
customers,  offering  good  work,  thanks 
to  a  co-operative  processor  with  a 
speedy  service  and  reasonable  prices. 
So  I  expect  to  survive,  but  no  way  do 
we  dare  treat  it  as  mere  routine  bread- 
and-butter  business  any  more.  ■ 
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bolourcare  to  win. 


It's  congratulations  all 
round  at  United  Photographic 
laboratories  at  Downton, 
Salisbury  (known  to 
jhotographic  dealers  in  the 
irea  as  UPL  "Colourcare") 
who  have  taken  top  place  in 
he  first  month,  April,  of  the 
1981  Kodak  Award  for  Quality 
;ontest. 

Manager  Frank  Brenan 
says  that  the  laboratory  is  one 
3f  the  most  modern 
3hotofinishing  houses  in  the 
south  of  England. 

He  adds:  "Winning  the 
iCodak  award  is  a  reflection  of 
he  tremendous  care  we  take 
to  ensure  that  our  customers' 
photographs  are  processed  to 
he  highest  possible 
standards.  I  am  pleased  for 
the  laboratory  staff,  and  in 
particular  for  our  quality 
control  team,  that  we  have 
proved  to  be  the  best  this 
nonth!' 


Congratulations  also  to: 

2.  Napcolour  Chester 

3.  Forest  Photographic 

4.  Thomas  Litster 

5.  Napcolour  Ormskirk 
5.  Grunwick 

5.  Photo  Services  Wallasey 
8.  Scottish  Colorfoto 
8.  Freemans 
10.  Napcolour  Liskeard 
10.  Munns  Brothers 

The  Kodak  Award  for  Quality. 

The  competition  is  open  to 
all  independent  photofinishers 
who  use  KODAK  'Ektacolor' 
Paper  and  formulated 
chemicals.  Kodak  and  its  subsi- 
diary companies  are  excluded. 
All  photofinishers  who  regu- 
larly and  continuously  return 
full  sets  of  quality  monitoring 
strips  to  the  Kodak  Finisher 
Monitoring  Service  are 
automatically  included  in  the 
scheme,  which  runs  from 
April  to  October,  1981. 


$mi\e.  It's  on'Kodak'paper. 


Kodak  and  Ektacolor 
are  trade  marks. 
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COUNTERPOINTS 


Beecham  launch  blackcurrant 
Mac  and  display  promotion 


A  blackcurrant  flavour  has  been 
added  to  the  Mac  range  of  throat 
lozenges  and  is  to  be  supported  by 
a  national  television  campaign 
starting  mid-November.  In  line  with 
the  existing  range,  blackcurrant  Mac 
will  be  available  in  cartons  of  27 
(£0.42)  and  tubes  of  12  (£0.19). 

'Beecham  are  also  running  a 
display  promotion  this  Winter  entitled 
"Investing  for  return".  From  now 
until  August  28  Beecham  reps  will 
visit  retail  pharmacies  and  in  return 
for  displaying  the  promotional  material 
until  the  end  of  the  year,  the 
participant  will  go  forward  into  the 
Portfolio  draw.  First  prizes  comprises 
ten  individual  shareholdings  of  a 
£5,000  portfolio  share  investment. 
In  addition  there  will  be  57  runner-up 
prizes  of  wine.  The  scheme  will 


Unichem  July  offers 


Unichem  are  running  two  promotions 
in  July.  Products  featured  in  the 
members  Moneymakers  offers 
available  from  July  6-31  Will  appear 
on  a  window  poster  which  will  be  sent 
to  members  along  with  price  cards 
and  shelf  barkers. 

Moneymakers  offers  are:  Andrex, 
Andrews,  Bonjela,  Bic  razors  5s, 
Brut  33  antiperspirant  and  deodorant, 
Dettol,  Elnett  hairspray,  Imperial 
Leather  soap,  Nice  'n  Easy, 
Pennywise  10s,  Slender,  Slender  Bars 


Royal  crown  with 
Imperial  Leather 


continue  into  the  new  year,  details  of 
which  will  be  announced  in 
November.  Beecham  Proprietary 
Medicines,  Great  West  Road, 
Brentford,  Middx.  ■ 


and  Sunsilk  shampoo. 

A  members  bargains  promotion  will 
run  from  July  13-31  again  supported 
by  a  window  poster,  price  cards  and 
shelf  barkers.  The  bargains  include 
Arrid  extra  dry,  Batiste  dry  and  wet 
shampoo,  Brut  33  stick  deodorant, 
Dentu-creme,  Ex-lax,  Kleenex  for 
Men,  Listermint,  Lil-lets,  Milupa 
infant  foods,  Macleans  toothpaste, 
Optone  Crystal  Clear,  Sunsilk 
hairspray,  Style,  Sanatogen 
multivitamins  and  Wet  Ones  moist 
tissues.  Unichem  Ltd,  Crown  House, 
Morden,  Surrey.  ■ 


soap  manufacturers.  Cussons  (UK) 
Ltd,  Kersal  Vale,  Manchester.  ■ 


Ralgex  switches 
to  Beechams 


Under  an  agreement  reached  with 
LRC  Products  Ltd,  Beecham 
Proprietary  Medicines  are  taking  over 
the  selling  and  marketing  of  the 
Ralgex  brand  with  immediate  effect. 

Beecham  will  be  announcing  further 
details  as  soon  as  possible.  Meanwhile, 
all  inquiries  regarding  Ralgex  balm, 
spray  and  stick  should  be  addressed 
to  Beecham  Proprietary  Medicines, 
Beecham  House,  Great  West  Road, 
Middlesex  TW8  9BD.  ■ 


Pollen  super  tablets 
and  fruit  bars 

Health  and  Diet  Food  Co  are 
introducing  Pollen  super  tablets  'in 
their  Food  Supplement  Co  range. 
Made  from  carefully  selected  and 
highly  concentrated  pollen  extracts, 
the  manufacturers  say  the 
combination  of  pollens  took  years  of 
research.  They  are  available  in  packs 
of  six  cartons,  each  containing 
60  strip  packed  tablets  (£2.20). 


Health  &  Diet  have  also  added 
three  new  Sund'or  fruit  bars — ginger 
&  muesli,  date  &  muesli,  and  raisin  & 
muesli  (£0. 1-6).  Each  bar  contains 
added  bran  and  honey  and  is  flashed 
"no  added  sugar".  The  pack  comes 
with  its  own  display  outer  at  a  trade 
price  of  £4.32.  Health  &  Diet  Food 
Co  Ltd,  Seymour  House,  79  High 
Street,  Godalming,  Surrey 
GU7  1AW.  ■ 


Philips  incentives 


Philips  small  appliances  are  launching 
a  Breakaway  dealer  promotion  with 
prizes  which  include  seats  for  the 
1982  World  Cup,  Breakaway 
weekends  in  England  and  weekends 
for  two  in  Portugal. 

Retailers  who  place  an  initial 
order  with  their  wholesaler  for 
£100  worth  of  Philips  small 
appliances  will  receive  a  free  leather 
flight  bag  and  a  "Breakaway"  stamp 
for  the  first  square  of  a  Philips  gift 
chart.  Every  time  a  further  £100 
worth  of  merchandise  is  ordered  the 
dealer  will  receive  another  stamp 
and  when  a  stamp  covers  a  "prize" 
square  they  will  receive  the  gift 
shown. 

The  promotion  runs  until 
August  15  and  all  stamped  cards 
must  be  returned  to  Philips  by 
September  1.  Philips  Small 
Appliances,  Drury  Lane,  Hastings, 
East  Sussex.  ■ 


The  latest  promotion  for  Imperial 
Leather  soap  is  an  on-pack  offer  run 
in  conjunction  with  the  company's 
washing  up  liquid,  Morning  Fresh. 
The  promotion  offers  consumers  a 
free  royal  crown  to  commemorate 
the  royal  wedding,  with  proofs  of 
purchase  from  either  or  both 
products. 

Cussons  claim  that  Imperial 
Leather  soap  has  maintained  a  steady 
15  per  cent  sterling  brand  share 
during  the  second  quarter  of  this 
year,  which  is  a  record  for  the 
brand,  bringing  the  company  into 
second  place  in  the  league  of  toilet 
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Delph  renamed  and  repositioned 
in  'sluggish  market  sector' 


Richardson-Vicks  are  repositioning 
Delph  in  a  bid  to  expand  sales  in  the 
cleansing  and  toning  markets.  To  do 
this  they  are  developing  the  lemon- 
fresh  theme  renaming  the  two 
products  lemon-fresh  cleansing  milk 
and  lemon-fresh  skin  freshener. 
This  market  they  say  has  grown 
from  a  sterling  base  of  100  in  1971 
to  571  this  year  and  usage  was  'found 
to  be  highest  in  the  under  30s 
age  group. 

Aimed  at  the  younger  woman 
with  normal  to  greasy  skin,  the 
Delph  expansion  spearheaded  by 
the  cleansing  milk,  is  to  be 
supported  by  an  advertising  campaign 
of  just  under  £100,000  in  the  women's 
Press  for  six  months  from  September 
and  by  a  four  week  television  test 


1          Jbchll  fiSh'-cool 
fcl             < J"       and  lemon-fresh 

■  h''!J' 

M/J,  1 

_,/Z     ,      tenon- froh 

S^Sljph  freshener 

in  a  major  television  area,  to  be 
announced  later. 

Supplementing  this  will  be  a 
continuous  programme  of  consumer 
offers  including  competitions, 
money-off  vouchers  and  sampling, 


Some  cleansers  leave  you  a  touch  greasy 

Delph  leaves  you  feeling 
lemon-fresh. 


Delph  Lemon-fresh  Qeansirg  Milk 
cleanses  away  grease,  dirt  and  make  up- 
thoroughly  but  gently 

So  gently,  you'll  find  it  ideal  for 
removing  eye  make-up. 

And,  with  its  hint  of  lemon,  Delph 
v     leaves  your  skin  really 
dean  and  fresh. 
Lemon-fresh. 


,MPh 

Light,  cool, 
lemon-fresh. 


CLEANSINC. 
M1I.K 


together  with  an  editorial  and 
promotional  programme  supported 
by  POS  displays.  Available  are  shelf 
strips,  shelf  organisers  and,  for 
pharmacy  outlets,  a  counter  unit  with 
backing  card. 

Richardson-Vicks  believe  that 
their  action  will  regalvanise  what 
has  recently  been  a  sluggish  market 
sector  and  expect  Delph  to  reacb 
record  sales  levels.  Richardson-Vicks 
Ltd,  Rusham  Park,  Whitehall  Lane, 
Eg  ham,  Surrey.  ■ 

Heinz  help  charity 

Heinz  are  supporting  the  Spastics 
Society  "Save  a  baby  campaign"  in 
their  first  solus  on-pack  consumer 
offer. 

Commencing  in  July,  they  will 
donate  two  and  a  half  pence  for 
each  label  from  any  baby  food 
variety  sent  in  by  November  30, 
up  to  a  target  of  £25,000. 

The  promotion  will  be  featured 
on  over  4  million  labels  of  six  top 
selling  varieties. 

Any  Heinz  baby  food  label 
qualifies  and  the  promotion  will  be 
supported  by  advertisements  in  the 
"maternal"  magazines  during  July  and 
August,  and  by  a  direct  mail  shot  to 
over  100,000  new  mothers.  In-store 
leaflets  and  shelf  edgers  will  be 
available. 

Matt  McBride,  Heinz  general 
department  manager,  baby  foods, 
believes:  "With  the  increasing 
birthrate  the  baby  food  market  is 
expected  to  grow  to  £50m  in  1981. 
Heinz  current  market  share  is  61.3 
per  cent.  Through  the  extra  sales 
generated  by  this  promotion  we  shall 
be  contributing  to  a  very  deserving 
cause."  H.  J.  Heinz  Co  Ltd,  Hayes 
Park,  Middx  UB4  8AL.  ■ 


EttUBBY  GHEEK5 

bringing  a  great  new  range  of  baby  products  — 
attractively  packaged  +  competitively  priced 
see  us  at  the 

Beauty  Fair  '81  Brighton 

JULY  6th-9th.  Stand  45  &  46 

EttUBBY  G+IEEKS  GB. 

P.O.  Box  14,  Tunbridge  Wells,  Kent.  (0892)  42941 
Distributed  by  Wains  of  Tunbridge  Wells.  (0892)  21666 
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Baby  Wet  Ones  relaunched 
to  expand  market 


Wet  Ones  for  Baby  are  to  be 
re-launched  with  a  new  name  and 
improved  packaging. 

Now  called  Baby  Wet  Ones, 
packaging  strengthens  both  the  baby 
image  and  reinforces  the  Sterling 
Health  parentage.  It  also 
incorporates  bar  coding  requirements, 
and  features  flush  top  caps  on  both 
variants. 

Sterling  Health  believe  Wet  Ones 
and  Baby  Wet  Ones  are  brandleader 
in  the  moist  wipes  market,  which 
they  estimate  is  worth  some  £4m. 

"Of  course  we  intend  to  retain 
brand  leadership,"  says  Paul  Neep, 
Sterling  Health's  marketing  manager 
"but  the  real  objective  is  to  make 
the  baby  wipes  market  expand  as 
rapidly  as  possible.  We  intend  to 
invest  heavily  in  advertising,  sampling, 
consumer  and  trade  promotions  with 
a  marketing  spend  of  £750,000." 

The  national  television  commercial 
"Nappy  Rash  Blues"  is  already 
proving  successful,  he  says,  and  will 
be  back  on  air  again  later  in  the 
year.  Advertising  is  also  appearing 
in  specialist  baby  and  women's  Press 
and  a  sampling  scheme  will  ensure 
that  eight  out  of  ten  new  mothers  are 
introduced  to  Baby  Wet  Ones. 
A  public  relations  campaign  is  also 
aimed  at  health  visitors  comprising 
an  exhibition  programme,  advertising, 
literature  and  samples. 


"Trade  support  will  also  be 
energetic,"  says  Paul  Neep.  "We  have 
developed  a  new  range  Of  POS 
material.  But  the  best  means  of 
promoting  rapid  throughput  and 
sell-out  is  to  ensure  that  Baby  Wet 
Ones  are  displayed  in  the  appropriate 
section  of  the  outlet.  Although  they 
are  of  course  ideal  for  cleaning  up 
baby's  face  and  hands,  their  main 
use  is  as  part  of  the  nappy  change 
routine,  and  they  should  be 
merchandised  alongside  disposable 
nappies." 

Literature  on  the  product  is  being 
distributed  to  mothers  through  the 
sampling  operation.  Copies  in 
Punjabi,  Gujarati,  Bengali,  Urdu 
and  Hindu  are  available  for  the 
ethnic  populations  and  a  new 
educational  leaflet  is  also  available. 
Copies  can  be  obtained,  enclosing  a 
large  SAE,  from  Baby  Wet  Ones, 
Biss,  Lancaster,  2  Tavistock  Place, 
London  WC1H  9RA.  ■ 

Plastipak 
packaging 

Becton  Dickinson  are  discontinuing 
the  sales  carton  for  their  Plastipak 
lml  syringes.  These  will  now  be  sold 
in  plastic  bags  containing  10  syringes. 
Distributors:  Pharmagen  Ltd, 
West  Lane,  Runcorn,  Ches.  ■ 


Gentlemen's  range 
from  Woods 


Woods  of  Windsor  are  introducing 
their  first  original  range  of  male 
toiletries.  Woods  of  Windsor  for 
Gentlemen  is  derived  from  an  old 
formula  dating  back  over  200  years 
which  was  originally  used  for 


perfuming  the  finest  leather  in  Spain. 

The  fragrance  will  be  launched 
in  July,  initially  in  four  products 
— aftershave  lotion  (£3.75),  talc 
(£1.60),  roll-on  deodorant  (£1.40)  and 
soap  (£0.95  each).  Woods  of  Windsor 
Ltd,  Queen  Charlotte  Street,  Windsor 
Berks.  ■ 


ON  TV 
NEXT  WEEK 


Morgans  on  TV 
and  radio 

Morgans  Pomade  Ltd  are  to  advertise 
the  Morgan's  haircare  range  on 
television  and  radio. 

The  campaign,  initially  on  a  test 
basis,  will  use  television  in  the 
Granada  and  ATV  areas  during  the 
period  July  6  until  mid-September. 
LBC  radio  will  carry  60  spots  at  the 
rate  of  three  daily  to  complement 
the  television  campaign. 

Morgan's  Pomade,  hair  darkening 
cream  and  liquid  hair  colour  restorer 
will  be  the  main  products  featured 
but  the  anti-dandruff  and  cream 
shampoo  will  also  be  mentioned. 
Morgans  Pomade  Co  Ltd,  Colewood 
Road  Industrial  Estate,  Whitstable, 
Kent  CT5  2RT.  ■ 


An  on-pack  offer  of  a  free  20ml 
Hermesetas  liquid  sweetener  is  currently 
running  on  special  one-by-one  dispenser 
blister  packs.  Crookes  Products  Ltd,  PO 
Box  94,  1  Thane  Road  West,  Nottingham 


Ln  London      WW  Wales  &  West  We  Westward 

M  Midlands  So     South  B  Border 

Lc     Lanes       NE   North-east  G  Grampian 

Y  Yorkshire  A      Anglia  E  Eireann 

Sc  Scotland    U     Ulster  CI  Channel  Is 

AH  Clear  shampoo:  All  areas 

Anadin:  All  areas 

Andrew  Liver  Salt:  All  except  U,  E 
Anne  French:  WW 
Bic  Lady  Shaver  razor:  Ln,  Lc 

Bic  razor:  Ln,  Sc,  WW,  A,  We 

Colgate  Dental  Cream:  All  areas 

Elastoplast:  All  except  E,  CI 

Hedex:  All  except  U,  E 

Immac  roll-on  depilatory:  All  areas 

Morgans  haircare:  Lc,  M 

Paddi  Cosifits:  All  areas 

Signal  toothpaste:  Lc,  Y,  Sc,  B,  G,  E 
Silvikrin  Supersoap: 

Ln,  WW,  So,  A,  We,  CI 
Sunsilk  hairspray:  AH  areas 

Sure  deodorant:  All  areas 

Sure  for  Men:  All  areas 

Vapona:  Y,  NE 
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"Numark  gives  me 
over  £200  million 
buying  power." 


saysD.HodsonFPS, 
of  Hatfield. 


"To  hold  your  own  against  the  multiples,  you've  got  to 
compete  on  equal  terms.  Numark  enables  me  to  do  just  that. 
The  Numark  Group's  total  turnover  gives  me  all  the  buying 
power  of  the  big  boys,  but  leaves  me  completely  independent. 

Every  month,  the  national  promotion  provides  me  with  a 
dozen  or  more  brand  leaders  at  prices  which  make  me  really 
competitive  together  with  the  heavyweight  national  advertising 
and  point  of  sale  back-up  which  really  sell  products. 

My  customers  have  even  started  to  look  out  for  the  new 
offers  every  month.  Numark  promotions  have  given  a  big  lift  to 
my  sales  figures.  Up  over  30%  every  month. That's  selling  power." 

For  more  information  on  the  benefits  of  being  a  Numark  member,  contact  your  local  Numark  Wholesaler  or  Charles  Morris-Cox 
at  Numark  Central  Office,  51  Boreham  Rd,  Warminster,  Wilts.  Tel:  0985-215555. 


The  helping  hand  to 
make  your  business  grow. 


COUNTERPOINTS 


Crunch  n'  Slim  goes  national 
after  Midlands  test  market 


Crunch  n'  Slim  is  to  be  launched 
nationally  this  month  after  a  successful 
test  market  in  the  Midlands.  Crookes 
claim  it  is  the  first  summers'  meal 
replacement  made  from  natural 
products  and  say  it  has  been 
developed  over  two  years  'to  fill  an 
important  gap 'in  the  £15  million 
slimmers  meal  replacement  market. 

Crunch  n'  Slim  is  a  two-bar  meal 
made  from  oats,  sultanas,  hazelnuts 
and  honey  with  added  vitamins  and 
minerals.  Each  bar  contains  116 
calories,  making  a  total  of  232  calories 
per  meal.  It  comes  in  a  freestanding 
display  and  retails  at  £1.69  per  six 
meal  pack,  representing  a  cost  of 
around  28p  per  meal  to  the  customer 
Television  advertising  'breaks  on 
July  19. 

Stephen  Swarby,  marketing 


Sunshine  appeal 
from  Numark 


Supplied  with  the  Numark  "Sunshine 
Parade"  promotion,  in  store  from 
July  13-25,  will  be  100  free  fun  and 
games  leaflets  to  amuse  the  children. 
Each  leaflet  contains  a  50  pence 
voucher  redeemable  against  Richard 
Scarry's  "Best  Rainy  Day  Book 
Ever".  Each  member  will  also  receive 
100  stick-on  lapel  badges. 

Gillette  (Personal  Care  Division), 
in  conjunction  with  Numark  are 
running  the  Toni  perm  lucky  draw 
competition,  first  prize  for  which  is  a 
National  Panasonic  VHS  video 
recorder  worth  £700  and  there  will 
be  four  runner-up  prizes  of 
Marks  &  Spencer  vouchers.  Closing 
date  is  July  25.  Entry  forms 
containing  details  will  be  included  in 
the  Numark  chemist  merchandising 
kit. 

Numark  sunshine  superbuys  will 
include  Signal  toothpaste,  Harmony 
hairspray,  Andrex  toilet  tissue, 
Pennywise,  Brut  33  deodorant  and 
anti-perspirant,  Heinz  babyfood, 
Steradent  and  deep  clean  tablets, 
Limara  bodyspray,  elasticated 
Snugglers  and  Milupa  infant  foods. 
Advertising  supporting  the  superbuys 
will  feature  in  the  Daily  Mirror, 
Sun,  Sunday  Post,  Woman's  Realm, 
Woman's  Weekly  and  be  shown  on 


manager  for  Crookes  Products,  says: 
"Slimming  aids  are  no  longer  a 
seasonal  product.  At  any  one  time  26 
per  cent  of  adults  and  35  per  cent  of 
women  are  trying  to  slim  and  a  high 
proportion  use  a  slimming  aid." 
Crookes  Products  Ltd,  PO  Box  94, 
1  Thane  Road  West,  Nottingham 
NG2  3AA.  ■ 


Ulster  television;  POS  material  and  a 
window  bill  will  be  available. 

Intermediate  lines  include  Imperial 
Leather  talc,  Wet  Ones,  Matey  and 
Miss  Matey,  Amami,  Toni  tip  perm 
and  wholehead  and  Silkwaves  soft 
perm  with  optional  extras  of 
Dinnefords  gripe  mixture,  All  Fresh 
baby  bottom  wipes,  Setlers,  Savlon 
antiseptic  cream,  KY  Jelly,  Lanacane, 
Rennie,  Andrews  Liver  Salt,  Puritabs 
maxi  and  Hedex.  Independent 
Chemists  Marketing  Ltd,  51  Boreham 
Road,  Warminster,  Wilts.  ■ 


MSD-Thomas 
Morson  order  service 


A  24-hour  answering  service  is  now 
available  on  one  number  only — 
Hoddesdon  68760.  The  two  other 
numbers  that  previously  carried  this 
facility— Hoddesdon  68777  and  68846 
— can  only  he  used  to  order  between 
09.00  and  17.30.  ■ 


Imotest  price 


The  cost  of  the  Imotest  tuberculin 
sensitivity  test  (C&D,  June  20, 
pi  166)  is  £4.90  (trade)  for  a  box  of 
ten.  Servier  Laboratories  Ltd, 
Servier  House,  Horsenden  Lane 
South,  Greenford,  Middx  UB6  7PW.  ■ 


Lentheric  launch 
Mystique  fragrance 

Lentheric  are  to  launch  a  new 
perfume.  Mystique,  to  join  Tweed, 
Panache  and  Elle.  Mystique  they 
describe  as  "an  original  fragrance 
for  men  to  remember  and  women 
to  love". 

The  fragrance  is  available  in 
parfum  de  toilette  sprays  (£3.99 
and  £5.50),  a  concentrated  purse  spray 
(£3.99),  a  luxury  dusting  powder 
(£5.65)  and  perfumed  talc  (£1.95). 
Packaging  is  in  deep  maroon,  and 
the  launch  will  be  supported  by  a 
£500.000  television  advertising 
campaign.  Lentheric  say  they  will  be 
spending  a  total  of  £2,750,000  on 
television  advertising  for  their 
perfumes  this  year.  Lentheric  Morny 
Ltd,  Vale  Road,  Camherley,  Surrey.  ■ 


Antiseptic  first  aid 
spray  from  Care 

Care  Laboratories  are  to  introduce 
an  antiseptic  first  aid  spray  Savlon 
Dry  (£1.35).  Formulated  with  povidone 
iodine  it  is  described  as  "a  unique  dry 
spray  formulation  which  gives  the 
outstanding  antiseptic  properties  of 
iodine  hut  without  stinging,  is 
specially  formulated  for  the  treatment 
of  cuts  and  grazes,  minor  burns  and 
scalds". 

Forming  a  yellow  antiseptic  film 
over  the  wound,  Savlon  Dry  is  both 
water  soluble,  does  not  stain  clothes 
and  does  not  sting,  sealing  the  wound 
and  often  making  the  use  of  plaster 
unnecessary.  Care  Laboratories  Ltd, 
Badminton  Court,  Amersham, 
Bucks.  ■ 


Aziza  add  eye 
make-up  remover 

An  eye  make-up  remover  has  been 
added  to  the  Aziza  range  (45ml  tube, 
£1.20).  An  introductory  offer  of  a 
12ml  tube  of  eye  make-up  remover  is 
available  free  with  selected  shades  of 
shadow  with  sealer  and  mascara  with 
sealer.  Prince  Matchabelli,  PO  Box 
242,  Consort  House,  Victoria  Street, 
Windsor,  Berks  SL4  1EX.  ■ 
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Dii  should  go 
for  a  slim  waistline. 

This  is  the  shape  of  feeding  bottle  sales.  The  highly 
identifiable  shape  of  a  Freflo  polycarbonate  bottle. 

This  year  we're  promoting  bottles  in  a  bigger  way  than 
ever  before  with  colour  pages,  in  all  the  mother  and  baby 
magazines. 

The  shape  focuses  attention  on  the  many  important 
features  that  set  Freflo  apart. 

Like  the  rimless  neck  that's  more  hygienic  and  easier  to 
clean.  The  polycarbonate  surface  that's  fully 
boilable  and  virtually  unbreakable.  And 
the  choice  of  teats  which  develops 
through  all  stages  of  feeding. 

Make  sure  your  customers  are  able 
to  get  hold  of  Freflo,  the  feeder  with  the 
slim  waistline,  by  ordering  yoursupplies 
early. 


byGriptight 
Little  things  mean  a  lot. 


Lewis  Woolf  Griptight  Ltd.,  144,  Oakfield  Road,  Birmingham  B29  7EE.  Telephone:  021-472  4211 


Panadol  Elixir 

your  WinPharm 
'counter  prescription' 
to  soothe  children's 


pain 


Ideally  suited  for  children  of  3  months  or  over, 
Panadol  Elixir  relieves  painful  and  febrile 
conditions,  such  as  teething,  headache,  toothache, 
earache,  general  aches  and  pains,  colds,  influenza 
and  reactions  after  vaccination  and  immunisation. 


-  the  right  scientific  pedigree 

Proven  antipyretic1  and  analgesic2  effects 

Palatable  flavour  preferred  in  tests 
conducted  with  children  in  hospital 

Easily  taken  from  a  spoon  or  in  milk 

No  gastric  intolerance3 


1.  Meredith,  T.J.  and  Goulding,  Ft.,  Postgrad,  med.  J.,  1980, 56, 459 

2.  Reuter,  S.H.  and  Montgomery,  W.  W.,  Arch.  Otolaryng.,  1964, 80,  214 

3.  Croft,  D.N.,  J.  Pharm.  Pharmacol.,  1966, 18,  354 


Panadol  Elixir  -  the  right  commercial  profile 

•  Distributed  only  to  pharmacies 

•  Not  advertised  to  the  public 

•  Trade  margins  with  built-in 
"dispensing  fee" 

•  Backed  by  Winthrop  resources 

•  Comprehensive  information  facilities 

•  Panadol  Elixir  is  widely  prescribed 


WinPharm 

Working  with  pharmacy  for  a  healthier  future 

EACH  5ml  of  Panadol  Elixir  contains  Paracetamol  Ph.Eur.120mg,  "Panadol"  is  a  registered  trade  mark. 
Full  information  is  available  from  WinPharm,  Sterling-Winthrop  House,  Surbiton-upon-Thames,  Surrey,  KT6  4PH. 
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Tudorcolour  sales 
incentive 

A  "real  incentive  for  sales 
assistants!  "  is  haw  Tudor  describe 
their  latest  offer. 

For  every  50  Tudorcolour  films 
ordered,  the  company  sends  dealers 
the  equivalent  number  of  '"cash" 
stamps  and  a  redemption  card,  to  be 
filled  in  with  a  stamp  for  each  film 
sold.  Once  50  films  have  been  sold 
and  the  card  is  complete,  the  assistant 
signs  it,  it  is  returned  by  the  dealer  to 
Tudor  and  the  assistant  will  then 
receive  the  cash  reward.  In  addition, 
every  completed  cashcard  returned 
will  be  entered  into  a  monthly  "Grand 
Prize  Draw,"  with  rewards  ranging 
from  watches  to  video  recorders. 

Tudor  expect  to  move  two  million 
films  during  the  summer  and  projected 
growth  of  the  brand  will  make  their 
film  the  number  two  in  the  UK  this 
year. 

For  the  Royal  Wedding,  the 
company  are  offering  with  minimum 


and  multiple  orders  of  100 
Tudorcolor  films,  a  "high-quality" 
colour  print  of  the  Royal  couple. 
Dealers  can  also  order  a  Royal 
Family  Album  (£1.35) — available  for 
a  limited  period.  Quality  rates  and 
the  normal  five  per  cent  settlement 
discount  terms  are  offered.  Tudor's 
Royal  Wedding  promotions  are  backed 
by  'POS  material. 

The  company's  final  promotional 
evening  and  presentation  for 
"Tudorcolour  '81"  is  at  Beaulieu 
Manor,  Southampton  on  June  25. 
Tudor  Photographic  Group  Ltd, 
30  Oxgate  Lane,  London  NW2  7HU.  ■ 


Free  Panty  Pads  pack 

Lilia-White  are  running  an  on-pack 
consumer  offer  on  new  Panty  Pads 
with  tendasof t  cover  from  July  1 . 
Special  packs  will  be  flashed  with  a 
"Buy  2  get  one  free  offer"  and  for 
two  pack  fronts  customers  can  send 
for  a  voucher  entitling  them  to  a  pack 
of  10  towels  in  the  absorbency  of  her 


choice,  free  of  charge.  Supplies  will  be 
available  while  stocks  last.  Lilia-White 
Ltd,  Alum  Rock  Road,  Birmingham 
B8  3DZ.  ■ 


Dana  Perfumes  tare  running  a  three-in-one 
offer  for  Summer  in  their  Tabu  range 
comprising  60ml  foam  bath;  7g  handbag 
size  spray  icologne  and  60ml  hand  and 
body  lotion  for  £2.95.  The  trio  come 
packaged  in  a  white  3-product  pack 
bearing  the  red  and  black  Tabu  flash. 
Dana  Perfumes  Ltd,  45a  Crusoe  Road, 
Mitcham,  Surrey  WIR  9TG.  ■ 


Colodrul 

cream  or  lotion  \0 


Caladr yl  for  sunburn 

q  most  worthwhile  recommendation 

Caladryl  is  a  product  you  can  recommend  with  confidence  for  the 
pain  and  irritation  of  sunburn.  Caladryl's  unique  formulation  ensures 
soothing  relief  and  is  available  as  both  lotion  and  cream. 
An  effective  treatment  for  your  customers  and  a  profitable 
professional  product  for  the  Pharmacy. 

PARKE-DAVIS 

part  of  the  Warner-Lambert  G  roup, 
good  products  for  you  and  your  customers 


Active  Ingredients 

Calamine  USP 

Diphenhydramine  Hydrochloride  BP 
Camphor  BP 

'Trade  markR81058 


Product  Licence  Holder 

Parke-Davis  and  Company. 
Usk  Road.Pontypool.Gwent  NP4  0YH 
Further  information  and  data  sheets 
are  available  on  request 
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Money  vouchers 
on  Carefree 

Johnson  and  Johnson  are  running  a 
half  price  promotion  on  Carefree 
panty  shields. 

When  consumers  purchase  two 
flashed  packs  of  Carefree  30s  they 
can  send  off  the  on-pack  voucher  for 
a  60p  refund;  half  the  cost  of  a  pack 
of  Carefree  30s.  The  offer  runs  while 
stocks  last.  J&J  say  Carefree  is  still 
UK  brand  leader  in  secondary 


sanitary  protection  taking  33  per  cent 
value  share  of  the  market  in 
March/April  this  year.  Johnson  & 
Johnson  Ltd,  260  Bath  Road,  Slough, 
Berks  SL1  4EA.  ■ 


Fennings  bonus 

During  July  orders  for  Fennings 
children's  cooling  powders  Will  carry  a 
bonus  of  14  for  12.  Fenning 
Pharmaceuticals,  46  London  Road, 
Horsham,  West  Sussex  RH12  1AY.  ■ 


25g  more  for 
Wash  'n  Dye 


Dylon  have  repackaged  Wash  'n  Dye  in 
a  foil/polythene-lined  pack  containing 
25g  more  than  the  plastic  pot 
previously  used. 

The  new  carton  is  silver  with  a  logo 
in  the  style  of  a  washing  machine 


Vecjanin 


door.  The  colour  of  the  dye  and 
detergent  contents  is  denoted  by  the 
colour  of  the  top  of  the  box. 

The  company  is  also  currently 
sponsoring  a  fabric  design  competition 
being  run  in  the  Young  Observer 
section  of  the  Observer  colour 
magazine.  First  prize  will  be  a  radio/ 
cassette  recorder  and  twelve  runners-up 
will  win  Dylon  Dye-packs  and  craft 
books.  Dylon  International,  Lower 
Sydenham,  London  SE26  5HD.  ■ 

Diabetic  foods 

iNewform  Foods  are  introducing  five 
diabetic  products  under  the 
i3  Pauly  label.  The  products  are 
chocolate  sandwich  (£0.90),  muesli 
(£0.49),  rich  selection  (125g,  £1.49 
and  250g,  £2.45)  and  chocolate 
■biscuits  (£0.99).  Half  page 
advertisements  will  appear  in  Balance 
until  the  end  of  the  year.  Newform 
Foods  Ltd,  PO  Box  34,  Pinner, 
Middx  HAS  3RR.  ■ 


Second  polish  ad 

A  new,  full  page,  colour  advertisement 
has  been  prepared  for  the  second 
phase  of  the  1981  Pearl  Drops 
campaign  "The  tooth  polish  for  girls 
who  like  to  shine".  Carter-Wallace 
are  spending  £200,000  and  the 
advertisement  will  appear  in 
September  issues  of  15  women's 
publications.  It  will  feature  the 
regular  Pearl  Drops  pack  with  the 
headline  "Pearl  bright  smile,  pearl 
white  teeth"!  Carter  Wallace  Ltd, 
Wear  Bay  Road,  Folkestone,  Kent.  ■ 


WARNER 

part  of  the  Warner-Lambert  Group 


good  products  for  you  and  your  customers 

Active  ingredients:  Aspirin  Ph  Eur  Paracetamol  Ph  Eur,  Codeine  Phosphate  Ph.  Eur, 
'William  R.  Warner  &  Company  Ltd,.  Usk  Road,  Pontyp'oof,  Gwent  NP4  0YH 

Further  information  and  data  sheets  available  on  request 


'Trade  spark  R8T055 
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SHOWRAX 

for  the  Modern 
Pharmacy 


The  Best  of  Both  Worlds 


With  all  the  problems  surrounding  prescription 
income,  the  key  to  prosperity  for  today's  Pharmacist 
lies  in  increasing  turnover  from  a  well-planned  and 
attractive  front-shop  area.  But  how  do  you  choose  the 
right  display  method? 

Until  now  the  choice  was  usually  between  a 
standard  display  system,  which  allows  for  very  little 
individuality,  or  a  totally  custom-made  interior, 
involving  expensive  designers,  specialist  carpentry 
and  many  days  of  lost  turnover. 

Now  Showrax,  Britain's  leading  manufacturer 
in  retail  display,  have  launched  a  brand  new  range  of 
equipment.  It  combines  the  low-cost  benefits  and 
flexibility  of  a  modular  system,  with  the  freedom  to 
choose  the  exact  colours,  materials  and  layout  you 
require,  within  the  standard  range. 

All  the  facts  on  our  new  equipment,  and 
everything  you  need  to  know  about  pharmaceutical 
shopfitting  is  in  our  "Pharmacy  Information  Pack" 
which  is  yours  for  the  asking. 


To:  The  Northfleet  Group, 
Tower  Works,  Lower  Road,  Gravesend,  Kent. 
Telephone:  0474-60671 

Please  send  me  my  FREE  Pharmacy  Information  Pack 

Name 
Address 


CDP 


Tel.  No. 


The  V 
Northfleet  ^  1 
Group 


SHOWRAX 


POINTS  OF  LAW 


Records  and  documents 
may  be  demanded  in  court 


For  those  businesses  who  have  never 
been  involved  in  lengthy  legal 
proceedings  before  courts  or  tribunals, 
it  may  cause  some  resentment  when 
they  discover  that  they  may  have  to 
produce  confidential  records  and 
documents  in  such  proceedings. 

For  example,  in  the  case  of 
dismissal  an  employee  might  be  told 
that  he  is  'being  dismissed  for 
redundancy  whereas  he  might  claim 
that  he  is  'being  subjected  to  an  unfair 
dismissal.  The  point  of  this  is  that 
compensation  for  unfair  dismissal  can 
be  very  much  higher  and  in  any  case, 
'the  employer  can  recover  from  a 
central  fund  some  41  per  cent  of  any 
money  paid  out  because  Of  redundancy, 
whereas  the  whole  cost  of  unfair 
dismissal  compensation  has  to  'be  met 
by  the  employer. 

In  the  course  of  proceedings  before 
an  Industrial  Tribunal,  the  employee 
might  claim  Chat  the  reason  given  for 
his  dismissal — eg  "lack  of  work" — is 
not  justified  'by  the  facts. 

He  can  ask  you  to  produce  order 
books,  work  records,  invoices  and 
receipts  in  an  attempt  to  prove  his 
point.  If  you  refuse  this  request  then 
he  can  ask  the  Tribunal  to  order  you 
to  produce  them,  which  they  will  do 
if  the  Tribunal  considers  the 
documents    relevant  to  the  case.  If 
you  refuse  you  can  be  heavily  fined 
for  refusing  to  ohey  such  an  order. 

On  the  other  hand  you,  too,  have 
the  right  to  ask  the  employee  to 
produce  any  documents  he  might  have 
and  he  can  be  cross-questioned  on 
these  'before  the  Tribunal. 

It  is  worth  noting  that  a  similar 
rule  applies  to  witnesses  before  the 
Tribunal.  If  either  of  the  parties  asks 
someone  to  give  evidence  at  a  hearing 
and  that  person  refuses,  then  the 
Tribunal  can  issue  an  order  to  that 
individual  telling  him  to  appear  at  a 
certain  time,  place  and  date  to  give 
evidence.  Then  if  that  individual 
refuses  he  can  be  fined  for  the  refusal. 


Resignation  or  dismissal 

The  main  condition  for  an  employee 
claiming  compensation  for  unfair 
dismissal  is  that  he  has  actually  been 
dismissed  by  his  employer. 

Yet  there  have  been  a  num'ber  of 
cases  over  the  past  few  years  where  an 
employee  who  has  been  through  the 


formality  of  resigning  has  successfully 
claimed  for  unfair  dismissal 
compensation  before  a  Tribunal. 

It  arises  because  the  law  says  that 
if  the  employer  behaves  in  such  a  way 
that  it  is  reasonable  for  an  employee 
to  give  in  his  notice  then  this  could 
count  as  "constructive  dismissal". 

To  be  more  specific,  if  the 
employer  by  his  actions  in  fact 
repudiates  the  contract  of  employment 
he  has  with  his  employee  then  if  he 
acted  unfairly  the  employee  will  in 
effect  'be  held  to  be  dismissed  unfairly, 
even  though  the  employee  is  the 
person  who  walks  out. 

Let  us  take  the  case  of  an  employee 
who  is  told  by  his  employer  that  he 
is  expected  to  work  continuous  and 
lengthy  overtime  where  it  was  agreed 
when  the  employee  was  taken  on  that 
overtime  would  be  sporadic  and  only 
light.  The  employee  would  be  entitled 
to  say  that  the  employer  had 
repudiated  the  contract  and  could  hand 
in  his  notice  without  fear  of  at  least 
the  right  to  claim  dismissal. 

In  the  white  collar  field  if  a 
manager  finds  that  his  secretary  is 
removed  from  him  and  that  he  has 
been  subject  to  demeaning  acts  by  the 
employer  to  make  life  so 
uncomforta'ble  for  him  that  he 
decides  to  resign,  then  he  will  not  lose 
the  right  to  claim  that  the  employer's 
behaviour  amounted  to  a  dismissal. 

Of  course,  not  all  resignations  due 
to  an  employer's  actions  Will  amount 
to  a  constructive  dismissal.  The  matters 
involved  must  be  fairly  substantial. 


Limited  or  private 


It  seems  to  be  accepted  wisdom  that 
if  you  run  a  'business  With  a  turnover 
below  a  certain  sum  (usually  placed 
at  about  £25,000)  it  is  better  from 
every  point  of  view  to  run  your  affairs 
on  the  basis  of  a  private  rather  than 
a  limited  company.  The  trouble  with 
all  accepted  wisdom  is  that  there  are 
so  many  exceptions  so  as  to  make  that 
wisdom  valueless. 

Today,  with  new  EEC  regulations 
on  the  running  of  companies,  and  with 
constantly  changing  tax  laws,  the 
position  has  become  so  complex  that 
anyone  in  business  must  seek  detailed 
advice  from  his  accountant  and  his 


solicitor  'before  taking  a  decision. 

It  was  once  said,  that  if  you 
operate  as  a  limited  company,  it 
provides  protection  for  you  and  your 
family.  If  the  business  became 
unsuccessful,  ail  that  would  be  at  stake 
would  be  the  assets  of  the  business  and 
your  home  and  personal  possessions 
would  'be  unaffected.  To  some  extent 
this  is  true  since  with  a  private 
business  not  run  as  a  limited  company, 
or  indeed  with  a  partnership,  all  trie 
personal  possessions,  assets  and 
property  of  the  individual  could  be 
seized  and  sold  to  meet  the  debts  of 
the  business.  That  is  the  theory. 

In  practice,  even  where  a  business 
is  run  as  a  limited  company,  where  it 
has  to  borrow  on  loan  or  overdraft  for 
the  financing  of  the  business, 
guarantees  of  a  personal  nature  are 
required  by  bankers  and  finance  houses 
so  that  if  the  business  was  unable  to 
meet  its  debts,  the  personal  assets  of 
the  guarantor  would  be  at  stake. 

At  the  end  of  the  day,  it  will  be 
tax  factors  and  the  limitations  on  the 
distribution  of  profits  that  should 
decide  the  issue  for  you  and  expert 
advice  must  be  sought  so  that  a  proper 
decision  can  be  taken  in  the  light  of 
all  the  facts. 


Reporting  procedure 


On  January  1,  1981,  new  procedures 
came  into  force  requiring  employers 
to  report  certain  accidents  to  the 
Health  and  Safety  Executive  (C&D, 
December  20/27,  1980,  p973). 

The  need  to  report  applies  to  major 
injuries  and  to  certain  incidents 
whether  or  not  an  injury  occurs  and 
questions  have  arisen  as  to  what 
constitutes  a  major  injury  which 
requires  reporting.  According  to  the 
law  the  following  are  the  accidents 
that  must  be  reported.  Where  there  is: 

□  a  fracture  of  the  skull,  spine,  pelvis, 
bones  in  the  arm  (Other  than  hand  or 
wrist),  leg  (except  foot  or  ankle). 

□  amputation  of  hand  or  foot. 

□  loss  of  sight  of  eye 

□  any  accident  that  lands  an  employee 
into  hospital  for  more  than  24  hours — 
except  Where  the  purpose  is 
observation  only. 

The  accident — as  with  all  accidents, 
Whether  serious  or  not — should  'be 
entered  into  the  accident  book  or  the 
accident  records  of  the  firm  concerned. 
The  matter  should  also  be  reported  as 
soon  as  possible  to  the  Health  &  Safety 
Executive  by  telephone,  and  in  any 
case  a  written  report  has  to  go  to  the 
Health  and  Safety  Executive  within 
seven  days  on  form  2508. 

For  other  accidents,  this  report  is 
not  needed  but  if  a  claim  is  made 
by  the  employee  for  Industrial  Injuries 
benefit,  then  the  employer  is  obliged 
to  complete  a  report  on  Form  B  176 
when  asked  to  do  so  by  the  Department 
of  Health  and  Social  Security. 
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Controlling  directors 
and  legal  rights 

Many  small  or  family  businesses  are 
run  in  the  form  of  limited  companies. 
In  these  cases  it  is  usual  to  find  that 
the  directors  who  hold  the  majority 
of  shares — and  are  therefore 
controlling  directors — work  full  time 
in  the  business.  Are  these  directors  in 
any  different  position  than  their 
employees  in  respect  of  national 
insurance  and  other  benefits? 

As  far  as  national  insurance  is 
concerned,  the  short  answer  is  "no". 
Since  the  working  directors  are  covered 
by  Schedule  E  income  tax  arrangements 
(ie  the  Schedule  for  employed  persons), 
they  pay  the  employed  person's 
Class  1  National  insurance  contributions 
with  the  firm  paying  the  employer's 
contribution.  This  entitles  the  director 
to  all  the  benefits  enjoyed  by  the 
employed  person. 

As  far  as  redundancy  payments  are 
concerned,  the  position  is  that  if  the 
work  which  he  was  doing  disappears 
and  the  firm  has  to  retrench,  he  can 
be  dismissed  as  a  director  in  which 
case  he  would  be  entitled  to  a 
redundancy  payment  with  the  firm 
claiming  back  41  per  cent  of  this 
money  from  the  central  fund. 


The  controlling  director  who  holds 
a  substantial  proportion  of  shares  in 
the  company  does  suffer  a  disability 
in  respect  of  business  expenses  and 
perks.  As  is  known,  those  employees 
earning  over  £8,500  a  year  are  under 
far  harsher  income  tax  rules  for 
expenses  than  employees  earning  under 
this  amount.  However,  a  controlling 
director  even  if  his  salary  is  below 
£8,500  will  be  governed  by  these 
harsher  business  expense  rules. 

Finally,  it  should  be  stated  that  the 
above  guide  does  not  apply  to 
businesses  operating  as  partnerships. 
Here,  the  partners  are  treated  as 
self-employed  persons  arid  their 
entitlement  to  social  security  benefits 
is  much  more  limited  with  different 
arrangements  in  connection  with 
their  national  insurance  contributions. 


Giving  information 


It  is  quite  a  frequent  occurrence  in 
business  to  be  asked  to  give  written 
information  about  other  people. 
For  instance,  an  employee  might  be 
seeking  a  mortgage.  As  the  employer 
you  might  receive  a  request  from  the 
building  society  or  the  bank  to  let 
them  have  details  of  your  employee's 
salary. 

You  may,  with  the  best  intentions 


in  the  world,  give  misleading 
information.  For  example,  to  assist 
the  employee  to  obtain  a  mortgage  you 
may  overstate  the  salary  or  wage  you 
are  paying  him. 

If  so,  you  should  recognise  the 
risks  that  you  might  be  running. 
It  may  well  be  that  your  employee 
could  get  into  financial  difficulty 
and  there  is  then  the  possibility  that 
the  building  society  only  granted  the 
mortgage  on  the  information  that 
you  gave.  It  is  then  possible  for  a 
claim  to  be  lodged  against  you  for 
the  false  information  given. 

It  should  be  stressed  that  you 
would  not  be  liable  for  giving  what 
you  consider  to  be  an  honest  opinion. 
The  difficulty  starts  to  arise  when 
you  give  false  facts  knowing  them  to 
be  false.  The  same  kind  of 
considerations  apply  to  any  references 
you  might  give  if  your  employee 
takes  another  job  and  the  new 
employer  asks  for  a  reference. 

You  are,  of  course,  not  required 
to  give  any  kind  of  reference  to 
anybody  but  if  you  do — be  careful 
what  you  say. 

Contributed  by  a  barrister 


Oraldene 

A  worthwhile 
recommendation 
for  her~and  for  you 


As  oral  hygiene  becomes  more 
important,  so  does  your 
recommendation  for  Oraldene. 
Containing  0.1%  hexetidine, 
an  effective  anti-  bacterial  agent 
against  mouth  and 
throat  infections, 
it's  a  worthwhile 
recommendation 
forher-andforyou. 
An  established, 
well-accepted  and 
profitable  brand. 


WARNER 

part  of  the  Warner-Lambert  Group 

good  products  for  you 
and  your  customers 


Active  Ingredient:  Hexetidine. 

William  R  Warner  4  Co.  Lttft* 

Usk  Road.  Pontypool,  Gwent  NP4  0YH. 

Further  information  and  data  sheet  available  on  request. 


Oraldene 
f or  or al  hygiene 
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THE  SMALL 
FAMEYBAR 

During  June  and  July  this  year  for  the  first  time  you'll  be  able 
to  buy  the  complete  Durex  range  of  family  planning  products  tastefully 
displayed  in  an  attractive  counter  display  stand.  € 

The  result  is  bound  to  be  an  increase  in  sales, and  with  a*  ^ 
generous  profit  margin  for  you  too  on  each  bar.  M 


PRESCRIPTION  SPECIALITIES 


Aqueous  influenza 
vaccine  from  DF 


Indications  Protection  against  influenza 
especially  in  those  cases  deemed  to 
be  at  special  risk 

Dosage  Adults  over  27 — single  dose 
of  0.5ml  by  deep  subcutaneous  or 
intramuscular  injection.  9-27  years 


Mucodyne  for  'glue 
ear'  in  children 


Mucodyne  paediatric  syrup  has  been 
introduced  for  the  treatment  of 
secretory  otitis  media  (glue  ear)  in 
children. 

The  clear,  red,  raspberry-flavoured 
syrup  contains  125mg  carbocisteine  in 
5ml  and  the  recommended  dosages 
are  2.5-5ml  four  times  a  day  for 
children  of  2-5  years  and  10ml  three 
times  a  day  for  children  5-12  years. 
The  syrup  is  supplied  in  a  300ml 
bottle  (£4.20  trade)  with  a  dosage  cap. 
Berk  Pharmaceuticals  Ltd,  Station 
Road,  Shalford,  Guildford,  Surrey 
GU4  8HE.  ■ 


Dimotapp  paediatric 


A.  H.  Robins  have  introduced  a 
paediatric  formulation  of  Dimotapp 
elixir  (500ml,  £3.25  trade).  Each  5ml 
contains  brompheniramine  maleate 
lmg,  phenylephrine  hydrochloride 
2.5mg  and  phenylpropanolamine 
hydrochloride  2.5mg. 

The  elixir  is  grape-flavoured  and 


— two  doses  of  0.5ml  one  month 
apart  (if  previously  primed  with  HjNj 
sub-type,  one  0.5ml  dose  is  sufficient). 
Children  4-9  years — two  doses  of 
0.5ml,  one  month  apart. 

The  vaccine  must  be  allowed  to 
reach  room  temperature  before  use 
and  the  container  should  be  well 
shaken  immediately  before 
administration.  Unused  contents  of 
multidose  vials  should  be  discarded 
within  four  hours 

Contraindications  Sensitivity  to  egg, 
chicken  or  influenzal  viral  protein. 
Immunisation  should  be  delayed  if 
there  is  active  or  suspected  infection 
Precautions  A  sterile  syringe  and 
adrenaline  1  in  1,000  injection  should 
be  ready  for  use  in  case  an  allergic 
reaction  ensues.  Spirit  should  not  be 
allowed  to  come  into  contact  with 
the  vaccine 

Side  effects  Redness,  soreness  at  the 
site  of  injection,  headache,  pyrexia, 
and  a  feeling  of  malaise  may  all  occur 
Pharmaceutical  precautions  Should  be 
stored  between  2°C  and  8°C  and 
protected  from  light.  Do  not  freeze 
Packs  0.5ml  pre-filled  syringe  (£2.60 
trade);  5ml  multidose  vial  (£24.80 
trade) 

Supply  restrictions  Prescription  only 
Issued  July  1981  ■ 


red /  brown  in  colour  with  a 
recommended  dose  of  10ml  for 
children  6-12  years,  2.5ml-10ml  for 
children  2-6  years,  and  2.5ml  for 
children  under  2,  all  three  or  four 
times  a  day.  A.  H.  Robins  Co  Ltd, 
Redkiln  Way,  Horsham,  West  Sussex 
RH1S  5QP.  ■ 


Adalat  5mg  strength 


Bayer  are  introducing  a  5mg  strength 
of  Adalat  tablets  (100,  £8.50  trade) 
particularly  for  the  use  of  older 
patients  who  require  a  smaller  dosage. 
Bayer  UK  Ltd,  Pharmaceutical 
Division,  Burrell  Road,  Haywards 
Heath,  West  Sussex  RH16  1TP.  ■ 


'Blisters'  for  Clomid 


Clomid  tablets  are  now  packaged  in 
blister  packs.  The  30  pack  (£14.44 
trade)  contains  3  strips  of  10  tablets 
and  the  100s,  10x10  (£42.00  trade),  is 
primarily  for  hospital  use.  Merrell 
Pharmaceuticals  Ltd,  Rusham  Park. 
Whitehall  Lane,  Egham,  Surrey 
TW20  9NW.  ■ 


Emulsiderm 


Manufacturer  Dermal  Laboratories  Ltd, 
Tatmore  Place,  Gosmore,  Hi'tchin, 
Herts  SG4  7QR 

Description  Pale  blue /green,  liquid 
emulsion  containing  benzalkonium 
chloride  0.5  per  cent,  liquid  paraffin 
25  per  cent,  and  isopropyl  myristate 
25  per  cent 

Indications  An  aid  in  the  treatment  of 
dry  skin  conditions  especially  those 
associated  with  eczema,  ichthyosis  or 
xeroderma.  By  replacing  lost  lipids 
it  permits  rehydration  of  the  keratin 
and  the  antiseptic  assists  in 
overcoming  secondary  infection 
Method  of  use  Two-three  capfuls  are 
added  to  a  6-8  inch  bath  of  warm 
water.  For  infant  bathing  one-two 
capfuls  are  used.  Soak  for  5-10 
minutes,  pat  dry.  Alternatively  a  small 
amount  of  undiluted  emollient  can 
be  rubbed  into  the  dry  areas  of 
skin  until  absorbed 
Precautions  Keep  away  from  the  eyes. 
Care  should  be  taken  to  avoid 
slipping  in  the  bath 
Packs  250ml  polythene  bottles  (£2.95 
trade) 

Supply  restrictions  Pharmacy  only 
Issued  July  1981  ■ 


Coloplast  additions 


Coloplast  have  introduced  two  new 
products — an  irrigation  set  and  a 
colostomy  bag. 

The  irrigation  set  is  supplied  in  a 
carrying  pouch  and  costs  £19  (trade). 
It  is  not  prescribable  on  FPlOs  but 
the  replacement  items  are.  These 
comprise:  disposable  sleeves  (30,  £12); 
belt  (10,  £20);  supporting  plate 
(£2.10);  irrigator  bag  (£4.40)  and 
Colotip  (£2.25 — all  prices  trade). 

The  colostomy  bag — Colocap 
(20,  £8  trade),  is  also  available  on 
FP10  and  is  described  as  a  security 
pouch  with  an  adhesive  seal.  It 
measures  115mm  x  125mm  and  a 
carbon  filter  is  included.  Coloplast  Ltd, 
Somersham  Road,  St  Ives, 
Huntingdon,  Cambs  PE17  4LN.  ■ 


500ml  Asilone  gel 


From  July  6,  a  500ml  pack  (£3.22 
trade)  of  Asilone  gel  will  be  available. 
Berk  Pharmaceuticals  Ltd,  Station 
Road,  Shalford,  Guildford,  Surrey.  ■ 

Continued  overleaf 


Duncan  Flockhart  are  replacing 
Admune  and  Fluvirin  (adsorbed) 
with  Fluvirin  aqueous  influenza 
vaccine.  Available  from  the  beginning 
of  August,  it  can  be  used  to  fill 
prescriptions  specifying  either 
Fluvirin  or  influenza  vaccine. 


Fluvirin 


Manufacturer  Duncan,  Flockhart 
&  Co  Ltd,  Birkbeck  Street,  London 
E2  6LA 

Description  Inactivated  influenza 
vaccine  (surface  antigen)  BP 
containing  highly  purified 
haemagglutinin  and  neuraminidase 
antigens  prepared  from  currently 
recommended  strains  of  influenza 
virus 
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Continued  from  previous  page 

Femergin  and 
Noveril  withdrawn 


Wander  Pharmaceuticals  announce 
that  Femergin  tablets  will  be 
discontinued  when  stocks  are 
exhausted  in  about  three  months  time: 
also  Noveril  tablets  from  October  31. 
Wander  pharmaceuticals  division  of 
Sandoz  Products  Ltd,  PO  Horsforth 
Box  4,  Calverley  Lane,  Horsforth, 
Leeds  LS18  4RP.  ■ 


Silikon  catheters 
on  Scottish  tariff 


Searle  Medical  Products  announce 
that  from  July  1  their  Dover  Silikon 
100  catheters  can  be  supplied  against 
prescription  as  a  result  of  their 
inclusion  in  the  Scottish  Drug  Tariff. 
The  paediatric  catheters,  8  and  10 
French  gauge,  cost  £7.80  trade  and 
the  larger  sizes,  12  to  26,  £5.17  trade. 
Searle  Medical,  PO  Box  88,  Lane  End 
Road,  High  Wycombe,  Bucks.  ■ 


Dibenyline  price 
quadrupled 

Smith  Kline  &  French  have  increased 
the  trade  price  of  Dibenyline 
capsules  lOmg  from  £2.84  to  £12.50 
per  100.  Smith  Kline  &  French 
Laboratories  Ltd,  Welwyn  Garden 
City,  Herts  AL7  1EY.  ■ 


J&J  dressings 


Pharmacists  should  note  that  the  two 
new  Johnson  &  Johnson  dressings, 
Actisorb  and  Release  (C&D  last  week, 
pi 2 14),  are  not  included  in  the 
Drug  Tariff.  Johnson  &  Johnson 
(Patient  Care  Division),  260  Bath 
Road,  Slough,  Berks  SL1  4EA.  ■ 


Buscopan  20s 


Packs  of  20  Buscopan  tablets  have 
been  discontinued  and  stocks  are 
now  exhausted.  Packs  of  100  and  500 
tablets  will  continue  to  be  available. 
Boehringer  Ingelheim  Ltd,  Southern 
Industrial  Estate,  Bracknell,  Berks.  ■ 


Clioquinol  subject 
of  warning  leaflet 

Social  Audit's  second  leaflet  in  their 
series  on  the  dangers  of  certain  drugs, 
is  about  clioquinol. 

Like  'their  first  leaflet,  about  the 
use  of  Lomotil  in  young  children 
(C&D,  June  13,  pi  113),  it  has  a 
glossy  four-page  format  with  an 
eye-catching  cover  and  various 
statements  and  quotations  inside 
with  a  list  of  references  at  the  back. 
The  theme  is  that  whereas  the 
dangers  of  clioquinol  are  proven, 
the  benefits  are  not  and  that  controls 
on  the  drug  are  inadequate. 

Even  though  some  countries  have 
banned  or  restricted  the  drug's  use, 
it  is  widely  available  in  developing 
countries  and  elsewhere  the  leaflet 
says,  and  moreover,  is  sometimes  sold 
without  a  prescription  and  with 
inadequate  information  about  dosage, 
side  effects  etc. 

Although  the  leaflet  is  about  the 
drug  in  general,  the  Ciba-Geigy 
products  Entero-Vioform  and 
Mexaform  are  specifically  mentioned 
as  is  the  litigation  against  Ciba-Geigy 
by  the  Japanese  patients  suffering 

Cancer  and  6pilP  — 
more  study  needed 

Two  studies  published  last  week  have 
found  no  convincing  evidence  that 
breast  cancer  is  linked  with  oral 
contraceptives  but  have  emphasised 
that  more  observations  are  required 
especially  on  women  using  such 
contraceptives  from  an  early  age. 

The  Royal  College  of  General 
Practitioner's  study  looked  at  23,000 
oral  contraceptive  users  and  a  similar 
number  of  controls  and  the  Oxford/ 
Family  Planning  Association  study 
investigated  17,032  women.  Both 
studies  were  published  in  last  week's 
British  Medical  Journal.  The  Oxford/ 
FPA  paper  noted  that  the  relative  risk 
of  developing  breast  cancer  in  women 
who  had  used  oral  contraceptives  in 
comparison  with  those  who  had  never 
used  them  was  0.96.  In  women  under 
35  the  corresponding  relative  risk  was 
estimated  at  0.61  although  this  was 
only  based  on  14  cases  of  cancer. 

In  the  RCGP  study  an  overall 
relative  risk  of  1.19  was  found  in  those 
who  had  used  oral  contraceptives,  with 
a  risk  ratio  of  2.81  in  women  under 
35..  Neither  ratio  was  statistically 
significant.  The  authors  note  that  this 


from  subacute  myelo  optic  neuropathy. 

Ciba-Geigy  say  they  keep  the 
health  authorities  fully  informed  of 
possible  side  effects  of  clioquinol  in 
all  the  countries  where  it  is  marketed 
and  that  they  will  continue  to  do  so. 
They  are  convinced  that  Entero- 
Vioform  and  Mexaform  have  a 
remarkably  low  incidence  of  side 
effects  when  used  in  accordance  with 
their  instructions,  and  say  that 
the  SMON  epidemic  occurred  only 
in  Japan  and  has  not  yet  been  fully 
explained. 

In  Third  World  countries  where 
diarrhoea  is  endemic,  clioquinol  can 
assume  special  importance,  the 
company  says,  as  it  is  recognised  to 
be  effective,  bacterial  resistance  is 
not  observed,  it  is  remarkably  free 
from  side  effects  in  the  recommended 
dosage,  and  it  is  much  less  expensive 
than  newer  drugs  to  which  bacterial 
resistance  can  develop.  They  add  that 
the  Indian  Government  lists 
clioquinol  as  one  of  its  essential 
drugs  as  does  Mozambique  and 
Sri  Lanka  and  that  other  Third  World 
countries  have  recently  sought 
substantial  supplies  of  clioquinol, 
which  have  partly  been  supplied 
free.  ■ 

finding  of  an  increased,  although  not 
significant,  risk  could  be  due  to  chance. 

They  conclude  that  if  oral 
contraceptives  had  any  effect  on  breast 
cancer  there  would  probably  be  a 
latent  period  and  that  data  which  could 
show  such  an  effect  may  not  exist.  It 
is  essential,  therefore  to  monitor  large 
numbers  of  women  for  many  more 
years,  they  say.  ■ 


Nappy  market  grows 
by  one-third 

The  value  of  the  UK  disposable  nappy 
market  is  likely  to  increase  this  year 
by  32  per  cent  from  £37  million  to 
£49  million  at  rsp.  Sales  are  forecast 
at  583  million  nappies  (500  million  in 
1980). 

These  predictions  come  from  the 
Disposable  Baby  Napkin  Manufacturers 
Association,  which  points  out  that 
pharmacies  are  losing  their  share  of 
the  market  to  grocers.  In  1979  chemists 
had  a  75  per  cent  share,  grocers  15  per 
cent  and  other  outlets  10  per  cent,  but 
during  1980  the  grocery  share  increased 
to  17  per  cent  while  chemists  took 
73  per  cent.  ■ 
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Sincere  pharmacists 
in  the  RPA 


Pharmacists  in  rural  areas  must  decide 
now  that  they  will  provide  the  service, 
and  that  they  are  ready  and  willing 
to  see  that  rural  patients  have  a 
pharmaceutical  cover  for  their  needs. 

The  pharmaceutical  and  medical 
professions  should  he  indulging  in  a 
dialogue  on  how  best  the  medical 
profession  can  be  persuaded  to 
encourage  this  pharmaceutical  service, 
and  how  best  can  the  rural  doctor  be 


persuaded  to  use  such  a  service  to 
the  benefit  of  the  rural  patient. 

The  pharmaceutical  profession  has 
seen  fit  to  compensate  the  rural 
pharmacist  by  its  Essential  Small 
Pharmacies  Scheme,  and  it  is  surely 
the  job  of  the  BMA  to  find  ways  and 
means  of  doing  something  for  their 
members  in  rural  practices.  No-one  can 
really  be  satisfied  with  one 
professional  body  maintaining 
standards  of  living,  by  depriving 
another  profession  of  its  rightful 
standard  of  living. 

The  RPA  is  fully  aware  that  the 
present  comparisons  of  remuneration 
are  very  much  in  favour  of  the 
non-qualified  and  unsupervised 
standards  of  the  dispensing  doctor, 
and  we  should  not  be  honest  were  we 
to  hide  our  great  concern  over  this 
over-payment  to  dispensing  doctors. 
Like  them,  we  jealously  guard  our 
professional  rights  and  we  will  need 
some  changes  in  the  present  set  up 
which  makes  dispensing  doctors' 
profits  so  much  higher  than  the 
qualified  pharmacist's.  We  will  be 
anxious  to  see  that  doctor  dispensing 
is  made  accountable  and  that  doctors, 
like  pharmacists,  will  be  tested  on 
the  supply  of  drugs  to  their  patients. 

Finally,  I  would  like  to  comment  on 
"Country  Counter"  by  a  rural 
pharmacist  of  the  same  issue. 
I  applaud  his  article,  and  commend 
all  rural  pharmacists  to  join  the  RPA 
— I  mean  now,  this  minute.  Make  a 
cheque  out  to  RPA  and  send  it 
straight  away  to  me — '£10  membership 
fee  will  ensure  that  Wherever  you  are 
you  will  have  at  least  made  an  effort 
to  support  the  future  of  rural 
pharmacy  and  a  better  service  for  the 
rural  patient. 
John  Davies 
8  High  Street 
Wiveliscombe,  Somerset 


Inaction  from  PSNC 


Whilst  not  going  so  far  as  some  critics 
of  the  PSNC  newspaper  who  think  it 
should  be  titled  "Inaction",  I  cannot 
say  that  I  am  happy  either  with  the 
format  or  the  content. 

The  article  on  page  two  of  the 
current  issue  has  carefully  selected 
questions,  answered  in  a  nebulous 
manner.  Surely  the  PSNC  can  do 
better  than  merely  "inch  forwards"  in 
its  negotiations  with  the  DHSS?  If 
what  we  fear  comes  to  pass  despite 
the  present  round  of  talks,  we  shall 
all  have  taken  a  "giant  stride" 
backwards.  Nor  do  I  agree  that  the 
BPA  has,  as  Alan  Smith  claims  in  the 
article,  made  us  the  envy  of  our 
overseas  colleagues — certainly  not 
those  on  the  continent  of  Europe 
where  pharmacists  have  always 
enjoyed  professional  respect  and  are 
paid  commensurately. 

Finally,  I  wonder  what  the 


headline  will  be  in  the  next  issue  of 

Action?  A  year  ago,  I  seem  to  recall, 

it  was  "Justice  is  done"  .... 

John  S.  Reynolds 

Chairman,  Kensington,  Chelsea  & 

Westminster  Pharmaceutical 

Committee. 

Presets  and  PLU  on 
POS  terminals 

Experience  this  week  has  brought 
home  to  me  even  more  forcibly  the 
benefits  of  presets  and  price  look-up 
on  a  point-of-sale  terminal.  Because 
of  staff  holidays  I  have  had  two 
ex-staff  members  filling-in.  These 
ladies  are  former  regular  part-timers 
but  have  retired  to  stand-by  duties 
only.  Consequently,  although 
thoroughly  familiar  with  our  original 
system  and  terminals,  they  have  had 
to  do  some  relearning. 

They  have  both  agreed  that  not 
only  are  the  new  tills  much 
faster,  but  also  that  it  is  a  great 
advantage  to  enter  a  preset  or  the 
PLU  code.  Considering  that  both  are 
mature  ladies,  the  relearning  time  has 
been  remarkably  short — which  has 
been  pleasing. 

On  the  basis  of  "what  you've 
never  had  you  never  miss",  I  was 
sceptical  about  the  value  of  presets 
and  PLUs  when  presented  with  the 
Omron  System  80  machine.  However 
I  can  now  say  that  the  small  amount 
of  time  needed  to  maintain  them  is 
repaid  many  times  over  at  the  till. 

A  preset  allows  a  single  article, 
or  group  of  articles,  at  the  same  price, 
to  be  allocated  one  button  on  the 
till  so  that  depression  of  one  key 
puts  in  price  and  product  code. 
Obviously  it  is  only  possible  to  have 
a  limited  number  on  a  standard-sized 
keyboard,  and  we  have  48. 

The  PLU  capacity,  however, 
depends  on  "chips"  of  memory  and 
can  be  extended  at  will  within  limits. 
By  plugging  in  an  external  memory 
file,  I  understand  thatt  he  PLU  range 
of  the  Omron  System  80  can  be 
increased  to  thousands.  Clearly  this 
will  only  be  required  if  and  when 
laser  scanning  comes  into  pharmacy, 
but  our  range  of  just  under  400  is 
very  valuable.  To  see  the  advantage 
set  out,  let  us  consider  an  item  sold 
using  a  three-figure  PLU  as  opposed 
to  a  six-figure  code:  — 
Six  digits  123456  Enter  £1.40 
Enter  cash  =  12  key  depressions 
PLU  123  Enter  cash  =  5  key  depressions 
Multiply  this  by  x  customers  per  day 
and  it  makes  a  big  difference. 
I  would  therefore  suggest  that  any 
system  which  cannot  offer  PLU 
facilities  is  not  complete  and  that  cost 
should  be  weighed  against  total 
overall  efficiency. 
Roger  King 
Hedon,  Hull 


You  report  in  C&D  (June  27)  that 
several  of  the  more  militant 
dispensing  doctors'  believe  that  the 
Rural  Pharmacist  Association  is  out 
to  kill  the  dispensing  doctor  stone 
dead,  and  that  the  doctors  are 
apprehensive  about  the  sincerity  of 
pharmacists'  approach  to  the  Clothier 
agreement.  It  makes  one  wonder 
whether  these  doctors  have  never 
heard  of  Tetbury  and  Tenterden 
— to  name  just  a  couple  of 
outstanding  cases  where  Clothier  was 
completely  ignored. 

The  RPA  does  not  intend  to  stand 
idly  by  whilst  such  transgressions  are 
taking  place.  Indeed,  since  the 
inception  of  the  RPA  I  have  had 
reports  from  all  over  the  country  of 
pharmacists  losing  out  because 
dispensing  doctors  feel  that  it  is  their 
"chosen  right"  to  deprive  another 
profession  of  its  proper  livelihood. 
Indeed,  it  is  probably  right  to  say, 
that  had  not  these  transgressions 
taken  place,  the  RPA  may  never  have 
been  formed. 

It  seems  a  peculiar  sort  of 
innocence  that  proclaims  the  RPA  is 
out  to  strike  the  dispensing  doctor 
dead,  when  dispensing  doctors  have 
already  killed  off  many  rural 
pharmacists.  It  seems  equally  odd 
that  a  profession  Which  so  jealously 
guards  its  own  standards,  should 
weep  such  crocodile  tears  when  a 
brother  profession  tries  to  maintain 
and  reimpose  its  own  interests. 

The  RPA  is  interested  in  seeing 
that  the  rural  patient  gets  a  properly 
run  professional  pharmaceutical 
service,  Which  means  that  rural 
pharmacists  will  need  to  extend  their 
efforts  and  field  of  influence.  This  will 
cost  money  and  time,  which  are 
commodities  rural  pharmacists  are 
not  over  blessed  with.  But  if  we  are 
to  improve  the  service  to  the  rural 
patient,  and  overcome  objections 
from  the  medical  profession,  it  is 
something  that  we  must  insist  on. 
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OPEN  SHOP 


Perhaps  we  get  the 
staff  we  deserve 

by  a  proprietor  pharmacist  in  Lancashire 


Why  isn't  life  more  like  a  laboratory 
where  textbook  and  test  tube  stand 
side  by  side  and  theory  and  practice 
come  closest  to  reconciliation?  Alas, 
human  behaviour  is  more  complex 
than  interaction  of  chemicals.  Take 
the  relationship  between  the 
proprietor/manager  pharmacist  and 
his  staff,  for  example. 

I  was  once  sent  on  a  management 
training  seminar,  where  I  unwittingly 
raised  the  problem  of  recruiting 
suitable  staff  for  my  branch,  a  unit  of 
a  pharmacy  chain  on  the  fringes  of  a 
city  centre.  I  should  explain  that  this 
was  during  the  "swinging  sixties", 
'before  I  embarked  on  proprietorship. 

It  was  a  period  of  nearly  full 
employment  in  our  part  of  the  world 
and  working  in  a  retail  pharmacy 
from  nine  to  six  (and  for  five-and-a- 
half  days  a  week)  was  regarded  as  a 
Cinderella  occupation,  if  not  a  form  of 
deranged  masochism.  It  was  a  time 
when  an  advertised  vacancy  seldom 
produced  a  single  applicant. 

I  found  myself  telling  the  course 
instructor  about  Miss  Badnews,  my 
long  service  senior  who  ruled  her 
department  with  a  despotic 
possessiveness.  I  started  with  a  quiet 
concession.  "I  can  find  little  fault  with 
the  way  she  orders  her  goods  and  neatly 
arranges  the  stock  on  the  shelves  and 
counter,"  I  said  earnestly.  '"The  trouble 
arises  when  the  customers  attempt  to 
buy  the  merchandise.  This  she  deeply 
resents." 

I  went  on  to  explain  the  guile  with 
Which  she  discouraged  would-be 
purchasers.  No-one  could  ignore  a 
waiting  customer  with  such 
consummate  skill  as  Miss  Badnews.  If 
asked  directly  for  an  article  she  would 
point  vaguely  into  the  middle  distance 
and  with  a  masterly  curtness  say:  "It's 
over  there." 

I  remember  at  this  juncture 
becoming  aware  that  the  rest  of  the 
class  were  all  staring  incredulously  in 
my  direction.  It  was  obvious  that  they 
had  decided  to  a  man  that  this  was  the 
time  and  place  to  pretend  that  their 
branches  were  entirely  staffed  by 
exemplary  servants  of  the  company. 
But  it  was  too  late  for  me  to  change 
my  approach  and  I  bravely  continued. 


"If  the  customer  hesitates  and 
allows  a  hint  of  doubt  to  creep  into 
her  voice,"  I  explained,  "Miss  Badnews 
is  triumphant.  'We  don't  stock  that  sort 
of  thing,'  she  retorts.  'Try  across  the 
road.'  " 

Determined  to  give  a  full  report, 
I  went  on  to  explain  how  she  dealt  with 
the  tenacious  shopper  who  actually 
passed  an  article  across  the  counter  and 
opened  her  purse.  The  emergency  drill 
was  immediately  operational.  "You're 
not  having  this  are  you,  madam?"  she 
would  say,  her  voice  charged  with 
disdain.  "T  think  it's  rather  common 
myself." 

From  insulting  the  merchandise  it 
was  but  a  short  step  to  insulting  the 
customer.  As  the  victorious  purchaser 
departed,  the  audible  aside  to  the 
junior  was  usually  sufficient  to  dissuade 
the  menacing  shopper  from  ever 
returning  again.  "Look  at  her  coat," 
Miss  Badnews  would  hiss.  "I  wouldn't 
be  seen  dead  in  that." 

Recognising  that  I  bad  to  be  stopped 
before  I  completely  undermined  the 
morale  of  the  entire  assembly,  the 
tutor  played  his  trump  card.  "Of 
course,"  he  smiled  sweetly,  "we  must 
accept  that  as  managers  we  usually  get 
the  staff  we  deserve." 


Trump  card  

I  was  beaten.  I  had  naively  planned 
to  tell  him  about  the  lady  assistant  who 
took  three  weeks  sick  leave  with  a  cold 
sore  and  another  old-timer  with  a  very 
blurred  appreciation  of  the  difference 
between  absence  due  to  illness  and 
holiday  entitlement.  In  view  of  what  he 
had  said,  it  was  perhaps  fortunate  that 
I  failed  to  tell  the  instructor  of  the 
three  cases  of  staff  dishonesty  I  had 
encountered  in  as  many  years. 

The  real  tragedy,  however,  was  the 
gap  between  the  crude  realities  I  was 
facing  and  the  idealism  of  the  tutor's 
prepared  notes.  I  was  a  young  manager 
asking  fruitlessly  for  help.  In  fact  the 
nearest  I  ever  got  to  a  perfect  day  was 
when  the  entire  staff  (and  they  weren't 
all  bad)  actually  turned  up. 

It's  hardly  surprising  then  that  I 
thought  a  discussion  on  the  refinements 
of  delegating  authority  wildly  esoteric. 


My  role  as  a  manager  seemed  a  joke. 
I  have  to  admit  that  a  few  of  my 
colleagues  succeeded  in  training  good 
staff  from  the  meagre  recruits  of  the 
floating  labour  market  and  /  found  it 
difficult,  if  not  impossible.  A  bit  like 
trying  to  plait  custard. 

As  the  seminar  continued  the 
division  between  the  course  tutor  and 
I  widened.  Staff  training  and  product 
knowledge  was  on  the  agenda  with  the 
notion  of  using  branch  managers  to 
conduct  lectures,  presumably  in  the 
serenity  of  the  rear  stock  room. 

According  to  the  instructor, 
teaching  could  be  made  easy  by  the 
use  of  classroom  aids.  He  placed  his 
prepared  cards  one  by  one  on  the 
flannel  board  to  emphasise  the  point. 
The  secret  of  capturing  and  holding  the 
pupil's  attention  was  by  using  visual 
stimulation.  Eyesight  is  the  most 
receptive  of  the  five  senses,  he  stressed. 

"If  that's  true,"  I  interrupted, 
"why  does  an  audience  almost  always 
prefer  the  stand  up  comedian  in  a 
plain  lounge  suit  to  the  juggler  in  his 
sequined  costume?" 

Shortly  after  returning  bewildered 
from  the  management  seminar  I  drew 
the  attention  of  the  District  Manager 
to  what  I  regarded  as  Miss  Badnews' 
unacceptable  shortcomings.  He 
listened  with  apparent  sympathy  to  my 
account  of  her  liabilities. 
"Unfortunately,"  he  sighed,  "I'm 
afraid  she's  a  cross  you  have  to  bear." 

At  least  he  was  honest.  Up  to  a 
point.  Within  a  matter  of  months,  I 
had  resigned,  negotiated  a  bank  loan 
and  started  my  career  as  an 
independent.  ■ 


His  skill  at  display  has  earned 
Mr  Robert  Nommensen,  IMPS,  of 
J.  H.  Therman  Chemist,  Barnes,  London, 
a  weekend  for  two  at  a  luxury  hotel  in 
Paris,  plus  sightseeing  tour  and  £100 
to  spend.  This  was  first  prize  in  the 
Rave  soft  perm  and  soft  hairspray 
display  competition  and  presenting  the 
prize  is  i/Wr  Vavid  Croley,  Chesebrough 
Pond's  area  representative. 
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Take  your  pick 

Unreliable  supplies  leading  to  disappointed 
customers,  lost  sales  opportunities  and  ultimately, 
reduced  business.  Or  a  fast  efficient  service  bringing 
you  all  the  ethical  and  0.  T.  C.  products  you  want,  right 
when  you  want  them.  The  choice  is 
obviously  Vestric,  because  all  of  our 
branches  offer  you  a  wide  stock  range 


Vestric 


and  the  backing  of  our  considerable  stock  investment, 
so  your  customers  need  never  leave  empty-handed. 

Your  local  branch  will  make  sure  you  get  fast, 
efficient  and  regular  deliveries  throughout  the  day,  to 
help  you  the  independent  pharmacist  provide  a 

complete  service  to  your  patients 
and  customers. 


We're  always  there,  we  always  care. 
Vestric  Limited,  West  Lane,  Runcorn,  Cheshire,  WA7  2PE. 


BUSINESS  NEWS 


Delay  on  parallel  imports 
law  given  all-party  support 


MPs  have  approved  the  Government's 
decision  to  delay  the  implementation 
of  an  EEC  Directive  concerning 
parallel  importing  of  proprietary 
medicinal  products  {C&D,  May  16, 
p954). 

Dr  Gerard  Vaughan,  Health 
Minister,  told  the  Commons  on 
Monday  that  the  Government  believed 
further  action  on  the  Directive  should 
await  the  outcome  of  a  study  ordered 
by  the  EEC  Council  into  the  price 
differences  in  medicines  on  the 
Continent. 

He  contended  that  it  would  also 
be  preferable  to  await  the  report  of 
an  EEC  working  party  on  the 
harmonisation  of  manufacturing 
standards  and  inspection  of 
manufacturing  premises  in  the 
Community. 

Dr  Vaughan  stated:  "Our 
complaint  is  not  against  the  issue  of 
the  Directive  as  such,  hut  against  this 
particular  Directive  and  what  is 
contained  within  it". 

The  row  over  the  Directive 
— which  would  allow  entrepreneurs 
to  buy  drugs  cheaply  in  one  Common 
Market  country  and  sell  them  at  a 
profit  in  another  member  State 

Invitation  extended 
for  Queen's  awards 

Applications  are  now  being  invited 
from  companies  wishing  to  'be 
considered  for  the  Queen's  Awards 
for  Export  and  Technology  1982. 

The  main  qualifications  are  that 
companies  should  he  UK-based  and 
have  made  outstanding  contributions 
to  either  exports  or  technology. 


— started  in  the  House  of  Lords 
back  in  April  when  Peers  on  an 
all-party  European  Communities 
Select  Committee  warned  that  if  the 
proposals  were  implemented  without 
adequate  safeguards,  established 
pharmaceutical  companies  would  be 
placed  "in  an  impossible  position". 

If  implemented,  the  measures 
would  allow  parallel  importers  to 
buy  drugs  produced  by  a  research 
based  company  in  the  country  where 
the  manufacturer  has  them  on  sale 
most  cheaply,  and  re-sell  them  in  an 
EEC  country  Where  the 
manufacturer's  price  was  higher 
— considerably  higher  in  some  cases. 

It  is  argued  that  in  such  a  case, 
profits  would  not  find  their  way 
back  to  manufacturers  for  financing 
research  and  development,  nor  would 
they  reduce  the  price  of  drugs  to 
consumers. 

The  Association  of  the  British 
Pharmaceutical  Industry  also  argues 
that  public  health  would  be  prejudiced 
by  the  manufacturers'  loss  of  control 
over  their  channels  of  supply  and 
the  difficulties  in  arranging  for 
recall  of  faulty  goods.  ■ 


Firms  of  any  size  are  eligible. 

Application  forms  are  available 
from  the  secretary  of  the  Queen's 
Awards  Office,  Dean  Bradley  House, 
52  Horseferry  Road,  London 
SW1P  2 AG  (Del:  01-222  2277). 

The  closing  date  for  return  of 
completed  applications  is  October  31 
1981.  Winners  of  the  1982  Awards 
will  be  announced  on  Wednesday, 
April  21,  1982— HM  The  Queen's 
actual  birthday.  ■ 


Restricted  titles 
list  published 

A  list  of  proposed  restricted  titles 
which  new  companies  would  be 
forbidden  to  use  without  a  letter  of 
"non-objection"  from  the  relevant 
Government  department  or 
professional  body,  has  been  published 
by  the  Department  of  Trade. 

Included  in  the  list  that  would  need 
the  agreement  of  the  Pharmaceutical 
Society  are:  Chemist;  Pharmacy; 
Pharmacist;  Pharmaceutic; 
Pharmaceutical;  Drug  and  Druggist. 

The  use  of  Chemist  and  Chemistry 
(in  an  industrial  sense),  Vet,  Optician 
and  Contact  Lens  would  also  need  a 
letter  of  non-objection  from  the 
relevant  professional  bodies. 

The  list  is  a  provisional  one,  drawn 
up  for  discussion  purposes  in  the 
committee  stage  of  the  Companies 
(No2)  Bill  currently  going  through  the 
House  of  Commons. 

The  Bill  abolishes  the  pre- 
registration  vetting  of  names  and 
provides  for  the  closure  of  the 
Registry  of  Business  Names.  It  places 
the  onus  on  the  businessman  to  look 
through  the  "forbidden  list"  before 
registration  and,  if  necessary,  contact 
the  relevant  body  for  approval  if  the 
title  is  likely  to  be  sensitive. 

Duplication  of  names  must  be 
avoided  by  checking  the  register  of 
names  which  is  housed  in  both  London 
and  Cardiff.  But  if  the  Bill  does  become 
law,  it  is  thought  that  a  number  of 
commercial  enterprises  will  spring  into 
life  offering  a  checking  service. 

The  list  is  similar  to  that  used  in 
the  past  by  Government  officials  as  a 
guide  to  pre-registration  vetting,  and 
also  forbids  the  use  of  words,  without 
permission,  which  would  imply  national 
or  multi-national  pre-eminence,  such 
as  British  and  European.  Suggestions 
of  Government  patronage  or 
implication  of  specific  functions — eg 
Stock  Exchange — would  also  need 
approval. 

Autumn  is  a  likely  time  for  the 
passing  of  the  Bill,  and  Reginald 
Eyre,  Under  Secretary  for  Trade,  has 
stressed  in  Committee  that  finalisation 
of  the  restricted  titles  list  will  not  take 
place  until  a  later  date.  ■ 


Riker  Laboratories  obviously  picked  a 
winner  when  they  chose  Michele  Hobson 
to  advertise  But-put  back  in  1978. 
Currently  Miss  Great  Britain,  Michele 
has  now  been  to  see  where  the 
cleansing  sponge  is  produced  and 
timed  her  visit  to  coincide  with  the 
millionth  But-put  to  come  off  the 
production  line.  Showing  Michele  around 
the  Loughborough  plant — which  now 
has  a  new  automatic  packaging  line — 
are  Graham  Brewin,  general  manager, 
commercial  products,  and  Maureen 
Horril  packaging  manager 
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Joint  scheme 
started  by 
Vestric-DITB 

Sales  assistants  'from  Bristol, 
Gateshead,  Leeds,  Sheffield  and 
Preston  attended  a  two-day  course 
run  by  Vestric  with  the  approval  of 
the  Distributive  Industries  Training 
Board. 

The  company  says  that  the  course 
is  part  of  the  service  to  Vantage 
retail  chemists'  outlets  throughout 
the  country,  and  is  the  first  in  a 
series  of  these  seminars  to  be  held  at 
Vestric's  Runcorn  headquarters. 

Participants  will  receive 
instruction  from  DTTB  qualified 
training  officers  in  subjects  including 
the  importance  of  training,  sales 
promotion  and  display,  merchandising, 
shop  security  and  general  selling 
techniques  and  DTTB/ Vestric 
certificates  will  be  issued  at  the  end 
of  the  course. 

"It's  all  part  of  our  programme  of 
maintaining  and  improving  the  service 
to  the  public  Which  is  given  by 
Vantage  retailers,"  says  Vantage 
manager  Alan  Turner.  Further 
courses  are  planned  for  Luton, 
Ruislip,  Bristol,  Birmingham,  Leeds, 
Liverpool,  Edinburgh,  Glasgow  and 
Aberdeen,  which  should  see  staff 
from  all  the  Vantage  retail  outlets 
"covered"  by  the  end  of  the  year. 

The  training  courses  are  to  further 
Vestric's  policy  of  enabling  the 
independent  retailers  to  cash  in  on 
the  company's  marketing  expertise 
and  back-up  services,  which  help  the 
retailers  with  matters  such  as  stock 
control. 

As  a  separate  venture  in  Vestric's 
training  programme,  the  company 
has  a  number  of  instructors  who  are 
qualified  under  the  "Training  Within 
Industry"  scheme  and  are  currently 
preparing  a  new  programme  for  use 
with  their  portable  audio  visual 
display  and  projection  units.  Vestric 
say  these  will  enable  retail  staff  to 
receive  valuable  instruction  Without 
needing  to  leave  their  place  of 
work.  ■ 

Sideways  move  for 
Kodak  head  office 

The  European  headquarters  of 
the  international  photographic 
division  of  Kodak  has  transferred 
from  246  High  Holborn  to  a  new 
nine-story  office  block  at  190 
High  Holborn. 

The  southern  sales  centre  and  some 
other  London-based  operations  of 


Kodak  are  also  transferring  to  the 
83,000  sq  ft  premises. 

By  September,  the  Kodak  colour 
shop,  photographic  exhibition  gallery, 
amateur  equipment  services  and 
trade  showrooms  Will  be  opening  in 
"specially  designed"  areas  on  the 
ground  floor.  Meanwhile,  these 
facilities  will  be  open  as  usual  to  the 
public  at  246  High  Holborn.  ■ 

Fear  of  tax  abuse 
excludes  retailers 

Those  setting  up  retail  businesses 
have  been  excluded  from  one  of  the 
Government's  new  incentives  for 
small  businesses — the  business 
start-up  scheme — because  of  the  danger 
of  the  scheme  being  used  as  a  vehicle 


for  tax  avoidance. 

Some  three  weeks  ago  the 
Government  bowed  to  pressure  from 
the  small  business  lobby  and 
accountancy  profession  and  eased 
some  of  the  restrictions  on  the  tax 
reliefs  which  form  the  basis  of  the 
arrangements  (C&D,  June  13,  pi  150). 
But  in  the  Commons  last  week,  John 
Macgregor,  Under  Secretary  for 
Industry,  reiterated  that  retailers 
would  remain  excluded  from  the  plans 
because:  "The  difficulty  of  retail 
distribution  is  to  devise  a  definition  in 
the  Finance  Bill  that  will  avoid 
substantial  tax  abuse." 

Mr  Macgregor  also  announced 
that  nearly  £700,000  had  already  been 
guaranteed  to  entrepreneurs  under  the 
loan  guarantee  scheme.  ■ 

More  Business  News  overleaf 


Now  in  new 
mint  flavour 


Emoform,  the  medicinal 
dental  paste  widely 
recommended  by  dentists 
for  sensitive  teeth  and 
gums  is  only  sold  through 
chemists. 

Ask  your  Wigglesworth 
representative  about 
bonus  offers. 


P*1"  I    Westhoui>hton,  Bolton  BL5  3SL  Tel:  0942  81 1 567 
/    A  member  of  the  Willows  Francis  Group 


PHARMACEUTICAL  MANUFACTURING  COMPANY 
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Origin  marking 
explained 

The  Government  Order  which 
compels  the  origin  marking  of  certain 
goods  is  now  explained  in  a  booklet 
published  'by  the  Department  of  Trade 
as  part  of  a  publicity  campaign  aimed 
at  giving  guidance  to  manufacturers, 
importers,  wholesalers  and  retailers 
as  well  as  trading  standards  officers. 

Under  the  Order  most  textiles, 
clothing,  footwear,  metal  cutlery  and 
domestic  electrical  appliances  sold  bv 
retail  in  the  UK  will  have  to  bear  an 
indication  of  their  country  of  origin 
from  January  1  1982. 

The  department  says  its  main  aim 
is  to  provide  the  consumer  with  clear 
origin  information  before  his  or  her 
decision  to  purchase. 

The  main  features  of  the  new 
requirements  are: 

□  Retailers  must  ensure  that  goods 
to  which  the  Order  applies  (whether 
British  or  foreign)  are  marked  with, 
or  accompanied  by  a  clear  indication 
of  their  country  of  origin. 

□  Where  these  goods  are  displayed 

in  a  shop  in  such  a  way  that  consumers 
will  not  normally  see  the  origin 
indication  until  after  purchase, 


Interest  rate  up 
again  at  P&GPS 

For  the  fifth  successive  year  the 
Pharmaceutical  and  General  Provident 
Society  has  increased  its  rate  of 
interest.  The  current  figure  of  10  per 
cent — up  i  per  cent — is  the  highest 
since  the  Society  was  formed  in  1928, 
and  represents  a  gross  equivalent,  for 
standard  rate  payers,  of  14.3  per  cent. 

According  to  the  1980  annual  report 
of  P&GPS,  payments  of  basic  rate 
sickness  benefit  increased  by  £1,129 
over  the  previous  year,  but  the  same 


retailers  must  also  display  an 
indication  of  origin  near  them,  in  a 
conspicuous  position. 

□  Most  direct-sale  advertisements  for 
these  goods  must  contain  origin 
information.  But  catalogues,  including 
mail  order  catalogues,  are 
conditionally  exempted  from  this 
requirement. 

□  Non-retail  traders  must  provide 
origin  information  with  these  goods, 
when  supplying  them  unmarked,  if 
they  are  intended  for  sale  by  retail 
in  the  UK  — a  provision  gained  after 
lobbying  by  retail  interests. 

These  new  requirements  are 
additional  to  the  existing  requirements 
of  the  Trade  Descriptions  Act  1972, 
under  which  imported  goods  bearing 
a  UK  name  or  mark  (or  anything  that 
could  be  taken  for  such  a  name  or 
mark)  must  be  origin-marked.  The 
new  requirements  do  not  apply  to 
goods  first  supplied  to  traders  within 
the  UK  before  January  1  1982  (an 
exemption  that  applies  even  if  such 
goods  are  supplied  to  retailers  or 
others  after  that  date);  to  second-hand 
goods  or  promotional  "free  gifts"; 
or  to  advertisements  first  published 
before  January  1  1982. 

"Origin  Marking:  What  you  Need 
to  Know"  is  available  free  from  the 
Department  of  Trade,  Room  2609, 
Millbank  Tower,  Millbank,  London 
SW1P  4QU.  ■ 


rate  of  apportionment — £1.70  per 
share — has  been  maintained.  Total 
cover  available  increased  during  the 
year  from  £45  to  £90  per  week.  The 
value  of  investments  showed  a  surplus 
of  £156,754,  against  cost,  compared 
to  a  similar  deficit  in  1979.  '■ 


The  Southern  region  winner  of  the  recent 
Odor-Eaters  display  competition,  Steve 
Bagg,  Is  pictured  receiving  his  prize,  a 
Polaroid  instant  movie  outfit,  from  Mr 
John  Harold  (UK  general  manager  of 
Combe  International).  Also  In  the  picture 
are  the  pharmacy  owner,  Mr  Michaels 
and  the  local  Nicholas  Laboratories 
salesman,  Mr  Martin  Horn 


Rollei  collapse— but 
assurances  given 

Rollei,  the  West  German  photographic 
company,  have  filed  for  bankruptcy, 
but  the  message  for  UK  dealers  from 
their  operations  over  here  is  "don't 
panic". 

Huge  losses  have  brought  the 
company  to  its  knees — some  DM20m 
in  1980 — but  the  company's 
manufacturing  plant  in  Singapore  is 
not  at  the  moment  affected  and  the 
German  bank,  Nord  LB  which  has  a 
75  per  cent  stake  in  the  Singapore 
operation,  has  guaranteed  a  service  to 
dealers. 

A  spokesman  for  Rollei  in  the  UK 
says  that  business  will  continue  as 
normal,  at  least  for  the  foreseeable 
future,  which  could  be  "until  the  end 
of  1981  or  maybe  beyond". 

Various  possibilities  are  apparently 
under  discussion  about  saving  all  or 
part  of  the  company,  but  it  is  far  too 
early  for  predictions.  Rollei  had,  in 
fact,  plans  to  cope  with  losses  for  a 
further  two  years,  but  say  outside 
factors  finally  overtook  them. 

Despite  a  continued  policy  of  new 
introductions,  competition  from  the 
Japanese  obviously  affected  Rollei's 
position,  but  fluctuating  exchange 
rates — especially  the  rocketing  in 
strength  of  the  Singapore  dollar— high 
interest  rates  and  the  fall  in  consumer 
demand  also  took  a  heavy  toll.  ■ 

Small  firms  advisors 
get  more  help  

The  Government  run  Small  Firms 
Service  is  to  get  additional  resources 
because  it  has  been  so  successful  at 
creating  and  saving  jobs. 

Primary  target  for  the  extra  help 
is  the  counselling  service— run  by 
businessmen,  not  civil  servants 
—which  will  be  considerably 
strengthened. 

Announcing  the  move  in  a  written 
answer  this  week,  John  MacGregor, 
Industry  Under  Secretary  with  special 
responsibility  for  small  firms,  said: 
"Independent  research  has  confirmed 
recently  that  counselling  is  a  highly 
cost  effective  and  practical  way  of 
providing  a  business  management 
advisory  service  for  small  firms,  and 
in  the  research  team's  view 
safeguarding  and  creating  jobs. 
The  counsellors  are  independent  and 
experienced  businessmen  who  are 
engaged  on  a  contractual  basis".  ■ 
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APPOINTMENTS 


■  Jeyes  Ltd:  Mr  Tony  Gilmuriray  Ss 
appointed  factory  manager  of  the 
company's  East  Kilbride  plant. 
Previously  he  was  production  manager 
at  'East  Kilbride. 

■  Pifco  Ltd:  Mr  Andrew  Molntyre  is 
appointed  regional  manager  for 
Scotland  following  the  retirement  of 
Mr  George  Baillie  after  31  years' 
service  with  the  company. 

■  Farley  Health  Products  Ltd: 

Mr  Michael  Hayes  has  been  appointed 
senior  raw  materials  buyer.  He  joins 
from  being  buying  director  of  Biddle, 
Sawyer  Foods  Ltd. 

■  Unichem  Ltd:  Mr  David  Liddington 
has  been  appointed  to  the  midlands 
and  north-west  regional  committee. 
Mr  Liddington,  a  member  of  Rugby 
LPC,  has  three  shops — in  Rugby, 
Leamington  Spa  and  Daventry. 

■  Braun  Electric  (UK)  Ltd:  Mr  Klaus 
Hogy  is  appointed  product  manager 
for  personal  care  and  dental  in  the 
UK.  He  was  previously  with 

Braun  Ag  in  Frankfurt  for  five 
years. 

■  Beatson  Clark  &  Co  Ltd:  Mr  Keith 
Ellis  has  joined  the  Rotherham  Works 
as  commercial  manager.  His 
appointment  completes  the 
restructuring  of  the  management  team 
at  the  factory. 

■  Elizabeth  Arden  Ltd:  Mr  John 
McFarlane  is  promoted  to  national 
sales  manager.  Mr  Chris  Eglinton, 
previously  regional  manager,  south, 
has  been  appointed  regional  manager, 
north,  replacing  Mr  McFarlane. 

Mr  Stewart  Church,  previously  sales 
personnel  representative  has  been 
appointed  regional  manager,  south. 

■  L'Oreal  GB  (Golden  Ltd):  Mr  R. 

Spazier  was  officially  appointed 
managing  director  at  the  annual 
meeting  on  June  1.  He  replaces 
Mr  Jack  Mas  who  is  returning  to 
France  to  take  up  a  new  position 
within  the  L'Oreal  group.  Mr  Spazier 
remains  a  director  of  Golden  and 
Mr  Cyril  Ashley's  position  as  chairman 
is  unchanged. 


MARKET  NEWS 


Little  activity  as 
fate  of  $  awaited 

The  quiet  state  of  the  markets 
continues  as  dealers  wait  for  the 
fluctuating  US  dollar  to  settle.  This 
should  happen  around  August  when 
the  fate  of  American  interest  rates — 
at  the  moment  extremely  high — 
becomes  better  known. 

Among  botanicals,  valerian  was  up 
in  both  positions  as  was  Peru  balsam. 
Belladonna  root  for  shipment  increased 
— spot  was  unobtainable. 

In  essential  oils,  Chinese  eucalyptus 
for  shipment  was  up  and  spot  was 
unavailable.  Indonesian  patchouli 
increased  in  both  positions  and  Chinese 
spearmint  for  shipment  was  slightly 
firmer. 


Pharmaceutical  chemicals 

Adrenaline:  (per  g)  1  kg  lots  base  £0.35;  acid 
tartrate  £0.30. 

Acetone:  £374  metric  ton  for  30-dnim  lots. 
Butobarbitone:  Less  than  100  kg  £22.88  per  kg. 
Benzocaine:  BP  in  50-kg  lots,  £6.63  kg. 
Benzoic  acid:  BP  in  500-kg  lots,  £0.8801  kg 
Calamine:  BP  £758  per  1,000-kg  delivered 
Ephedrine:  (Per  kg),  hydrochloride  £19.20  in  25-kg. 
Ferrous  gluconate:  £2,375  per  metric  ton. 
Folic  acid:  100-kg  lots  from  £52  kg. 
Glycerin:  In  250-kg  returnable  drums  £760  metric 
ton  in  5-ton  lots;  £785  in  3-ton  lots. 
Iodine:  Resublimed  £10.20  kg  in  250-kg  lots;  crude 
£7.40  in  500-kg  lots. 

Kaolin:  BP  natural  £181.25  per  1,000  kg;  light 
£189.10  ex-works  in  minimum  10-ton  lots. 
Lactic  acid:  BP  88/90%  £1.80  kg  in  70-kg  drum. 
Magnesium  chloride:  BP  crystals  £1.05  kg  for 
50-kg  lots. 

Paracetamol:  (Per  kg)  50-ton  contracts  from  £3.22; 
10-ton  £3.30  Premium  for  d/c  £0.35  kg. 
Reserpine:  100  gram  lots  £0.22g. 
Riboflavine:  (Per  kg)  £23.65  in  10-kg  packs,  diphos- 
phate sodium  £75.07  in  5-kg. 
Saccharin:  BP  sodium,  powder  £3.50  kg;  crystals 
£3.25. 

Salicylic  acid:  5-ton  lot  £1.61  kg;  1  ton  £1.63 
Tocopheryl  acetate:  DL-alpha  per  kg  £12.55  (in 
20-kg  lots);  adsorbate  £12.20  (25-kg);  spray- 
dried  £9.75. 
Vitamin  K:  £5.40  kg. 

Yohimbine  hydrochloride:  £350  per  kg;  £340 
kg  in  5-kg  lots. 

Zinc  chloride:  Anhydrous  powder  £450  metric  ton. 
delivered  U.K. 

Crude  drugs 

Aloes:  Cape  £1,440  metric  ton  spot;  £1,430.  cif. 
Curacao  unquoted. 

Balsams:  (kg)  Canada:  Unchanged  at  £12.50  on 
the  spot  shipment  12.30,  cif.  Copaiba:  unquoted 
spot  or  forward.  Peru  £10.60  spot;  £11.20, 
cif,  Tolu:  £6  spot. 
Benzoin:  £192  cwt.  cif. 

Belladonna:  herb  £1.15  kg  spot;  £1.80,  cif;  leaves 
£1.19  kg;  root  no  spot;  £2.30  kg  cif. 
Camphor:  Natural  powder  £10  kg  spot:  £9.25, 
cif.  Synthetic  96%  £1.25  spot:  £1.18.  cif. 
Kola  nuts:  £430  metric  ton  spot:  £370.  cif. 
Lanolin:  BP  grade  £1.05  kg  in  1  metric  ton  lots. 
Menthol:  (kg)  Brazilian  £5.75  spot  £6.70,  cif. 
Chinese  £5.70  spot;  £5.60  cif. 


Nutmeg:  (per  metric  ton  fob)  Grenada  80s  $3,200 
sound  unassorted  $2,950  110's  $3,050,  defectives 
$2,000. 

Pepper:  (metric  ton)  Sarawak  black  £750  spot, 
$1,425,  cif;  white  £1,000  spot;  $2,125,  cif. 
Turmeric:  Madras  finger  £350  metric  ton  spot; 
£260.  cif. 

Tonquin  beans:  No  offers. 

Valerian:  Dutch  No  offers  spot;  £1,500  metric  ton. 
cif.  Indian  £1,380  spot;  £1,443,  cif. 
Witchazel  leaves:  £2.75  kg  spot;  £2.70,  cif  both 
nominal. 

Essential  oils 

Cardamom:  English-distilled  £160  kg;  Indian  £110. 
Eucalyptus:  Chinese  no  spot;  £2.30  cif. 
Mandarin:  £21  kg  spot. 

Nutmeg:  East  Indian  £7.85  kg  spot;  £7.75  cilf. 
English  distilled  £15. 

Olive:  Spanish  £1,460  per  metric  ton  in  200-kg 
drums  ex-wharf;  Mediterranean  origin  £1,380. 
Drawback  £283  ton  on  Spanish  after  packing 
in  containers  of  5  litres  or  less. 
Petitgrain:  Paraguay  £9  kg  spot,  and  cif. 
Patchouli:  Indonesia  £15.75  kg  spot;  £15.50,  cif. 
Pepper:  English-distilled  ex  black  £125  kg 
Sandalwood:  Mysore  no  spot;  £52.50  kg  cif. 
East  Indian  £48. 

Sassafras:  Brazilian  £2.50  kg  spot,  £2.40  kg.  cif. 
Spearmint:  Chinese  £9  kg  sipot;  £7.90,  cif. 
American  £10.50  spot. 

Thyme:  Red  £45-50%  £15  kg  spot;  50-55%  £17. 
Vetivert:  Java  £14  spot;  £14.50,  cif. 

The  prices  given  are  those  obtained  by  importer* 
or  manufacturers  for  bulk  quantities  and  do  not 
include  value  added  tax.  They  represent  the  last 
quoted  or  accepted  prices  as  we  go  to  press. 

COMING  EVENTS 


Wednesday,  July  8 

Sheffield  Branch,  Pharmaceutical  Society, 

Beauchief  Hall,  Sheffield,  at  8  pm.  Strawberry 
and  wine.  Tickets  from  Mr  B.  Patterson, 
telephone  Sheffield  53269. 

Sunday,  July  12 

Northumbrian  Branch,  Pharmaceutical  Society, 

Croft  Side  restaurant,  Longhorsley,  at  2.15  pm. 
Car  treasure  hunt. 

Advance  Information 

Institute  of  Physics,  Cavendish  Laboratory, 
Cambridge,  September  7-10.  EMAG  '81. 
Scientific  conference  and  exhibition,  including 
workshop  on  "Analytical  microscopy  with  a 
dedicated  STEM". 

The  Filtration  Society,  Cunard  Hotel,  London, 
September  15-17.  International  conference  in 
conjunction  with  FTLTECH / 8 1  exhibition, 
Olympia. 

Point  of  Sale  Exhibition,  West  Centre  Hotel, 
London,  September  15-17.  Conference  and 
exhibition  For  details,  telephone  01-430  3291. 
European  Congress  on  Automation  in  Retailing, 

Royal  Lancaster  Hotel,  London,  September  16-18. 
For  details,  telephone  0273-722687. 
International  Federation  of  Societies  of  Cosmetic 
Chemists,  Marienlyst  Hotel  and  Conference 
Centre,  Denmark,  September  21-22.  Conference 
on  "The  scientific  basis  of  skin  care".  Details 
from  IFSCC.  56  Kingsway.  London  WC2. 
Parenteral  Drug  Association.  Workshop  on 
"Microbiology  and  engineering  sterilisation 
processes"  to  be  held  in  Basle  on  September 
15-17  and  September  21-23.  Details  from  PDA, 
1240  Western  Savings  Bank  Building, 
Broad  and  Chestnut  Streets,  Philadelphia  PA 
19107.  USA. 

Interphex  81.  New  York  Coliseum.  September 
22-24.  International  technical  conference  and 
workshops  for  manufacturers  of  pharmaceuticals 
and  cosmetics.  For  further  information, 
telephone  0273-698281. 


LIPCOTE 


the  unique  lipstick  sealer  is  advertised  nationally  both  in  the  press 
and  on  radio.  Make  sure  you  keep  a  stock  of  this  regular  demand 
beauty  product.  Available  from  most  wholesalers  or  direct  from 
Larkhall  Laboratories  (CDL) 
229  Putney  Bridge  Road,  London  SW15  2PY 


ORALCER 


SLOW  RELEASE  F 


rcuro  s  MOUTH  ULCERS 


I 

NOT  A  GEL  -  NOT  A  PASTILLE  -  BUT  PELLETS 
that  slowly  release  2  Active  ingredients  at  site  of  ulceration 
jVITABIOTICS  LTD.  122  Mount  Pleasant  Alperton  Mddx.  01-903  5541 
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CLASSIFIED 


Post  to  Classified 
Advertisements,  Chemist  & 
Druggist,  Sovereign  Way, 
Tonbridge,  Kent  TN9  1RW. 
Telephone  Tonbridge  (0732) 
364422.  Telex  95132. 

Ring  Simon  Walsh  for  further 
information  on  extension 
198. 


Publication  date  Every 
Saturday 

Headings  All  advertisements 
appear  under  appropriate 
headings. 

Copy  date  4pm  Tuesday  prior 
to  publication  date. 


Display/Semi  Display  £7.50 
per  single  column  centimetre, 
min  25mm.  Column  width 
42mm. 

Whole  Page  £650.00 
(265mmx  180mm). 
Half  Page  £350.00 
(135mmx  180mm). 
Quarter  Page  £180.00 
(135mmx88mm). 


Lineage  minimum  charge 
£20.00  for  30  words,  75p  per 
word  extra. 

Box  Numbers  £2.00  extra. 
Series  Discounts 

5%  on  3  insertions  or  over. 
10%  on  7  insertions  or  over. 
15%  on  13  insertions  or  over. 


Business  for  sale 


Business  opportunities 


XI  —  SOUTH  EAST  LONDON  — 
Drug  store  turnover  in  1980  was 
£106,328  with  25%  gross  profit 
rented  property  on  busy  main  road 
easily  run  by  husband  and  wife,  liv- 
ing accommodation  also  available. 
Rent  £4,820  per  annum,  rates 
£1,600  per  annum.  Could  be  con- 
verted to  pharmacy  as  doctors 
within  200  yards.  Price  asked 
£32,500  plus  stock  at  valuation 
£15,000.  Price  reduced  for  quick 
sale. 

X2  —  NORTH  EAST  COAST  — 
This  privately  owned  pharmacy  on  a 
council  estate  is  highly  profitable 
and  requires  little  capital  outlay. 
The  residential  accommodation  is 
to  be  retained  by  the  owner.  Busi- 
ness premises  and  fixtures  on  lease 
at  £950  per  annum  plus  stock  at 
valuation  approx  £8,000.  Turnover 
to  31st  March  1981  £68,000.  High 
value  scripts  average  1,100  per 
month. 

X3  —  SALFORD  (LANCA- 
SHIRE) —  Lock-up  shop  serving 
council  estate,  turnover  to  31st 
March  1981  expected  £90,000. 
Based  on  1,600  scripts  per  month. 
Rent  £750  per  annum.  Reasonable 
offers  considered  for  goodwill  and 
fixtures  to  effect  a  good  sale. 
X4  —  NORTH  WIRRAL  — 
Lock-up  council  property  on  low 
rent,  good  profits,  scripts  average 
1,200  per  month.  Turnover 
£65,000  per  annum,  goodwill,  fix- 
tures and  fittings  £1,000  plus  stock 
at  valuation  approximately  £8,000. 


X5  —  LEEDS  —  This  easily  run 
lock-up  shop  on  rent  at  £2,000  per 
annum  stands  in  a  busy  shopping 
area  close  to  the  centre  of  Leeds, 
turnover  to  30  September  1 980  was 
£78,652  showing  good  profit. 
Scripts  average  1,100  per  month, 
goodwill,  fixtures  and  fittings 
£6,000  plus  stock  at  valuation. 

X6  —  NORTH  WEST  LANCA- 
SHIRE —  Large  excellently  mod- 
ernised and  fitted-out  property 
close  to  town  centre.  Turnover  to 
April  30th,  1981,  £1 16,000.  Scripts 
average  2,000  per  month.  Good 
future  potential.  Freehold  property 
£27,500.  Goodwill,  fixtures  and  fit- 
tings £12,000.  S.A.V.  approx. 
£20,000. 

X7  —  CHESHIRE/LANCA- 
SHIRE BORDER  —  This  high 
street  Pharmacy  offers  considerable 
scope  for  improvement  by  an  ener- 
getic owner.  Scripts  average  1,500 
per  month.  Turnover  over  £80,000 
per  annum.  Freehold  property  for 
sale  at  £17,000.  Goodwill  and  fix- 
tures £3,500.  Stock  at  valuation 
approximately  £12,500.  The  pre- 
sent owner  is  retiring. 

X8  —  SOUTH  MANCHESTER  — 
Pleasant  residential  area.  Scripts 
1,300  per  month,  turnover  to  30th 
August  1980  £63,625.  Lock-up 
premises  on  rent  at  £1,660  per 
annum.  Goodwill  and  fixtures 
£2,000  plus  stock  at  valuation 
approximately  £9,000. 


%  Ernest  J.'George 

*f£    GARDALE  HOUSE,  122  GATLEY  ROAD,  GATLEY,  CHEADLE, 
^  CHESHIRE  SK8  4AT  Tel:  061-428  6718/9 


Agents 


0LVERUM  BATH  OIL 

is  about  to  be  launched  in  the  U.K.  amid  widescale  publicity. 
Agents  interested  in  a  product  generating  all-year-round  repeat 
business  can  find  out  full  details  by  visiting  our  stand  at  the: 

Brighton  Metropole  Beauty  Fair, 
on  July  5th-8th 

Alternatively  telephone  or  write  to: 

MITEX  Marketing  Ltd., 

1 47,  Acton  Lane,  London  NW1 0  7PE 
Tel:  01-961  5666/2323 


KNIGHTSBRIDGE  swi 

SHOP&  BASEMENT  PREMISES 

LEASE  FOR  SALE 


Frontage 
approx 
13ft.  7ins. 


Ground  Floor 

approx 
1.152  sq.ft. 


Basement 

approx 
789sq.ft. 


Joint  Sole  Agents:- 


SAUNDERS  &  WHALE 

Chartered  Surveyors 

20/21  Princes  Street  Hanover  Square 


London 


01-629  6481 


W1R8PX 


MELLERSH 
S.  HAPDING 


01-493  6141 


Miscellaneous  for  sale 


DISPOSABLE  DOUCHES 

Internationally  recognised,  in  disposable  plastic  douche  cannister.  Pre- 
measured  for  immediate  use.  For  personal  hygiene  and  cleanliness  etc. 
Ideal  for  travel. 

Also  douche  powders  in  sachets  (just  dissolve  in  warm  water),  for  use  with 

normal  non-disposable  douche  bags  e.g.  NORI. 

All  boxed  and  attractively  presented. 

Prices:  Disposable  Douche  £1.50  +  VAT  RRP  £2.60  each 

Douche  Powder  (6  sachets  per  box)  £1 .35  +  VAT  RRP  £2.36  each 
Minimum  1  DOZ.  Plus  postage  outside  Central  London. 

H.  L.  JACCAZ  &  CO.,  112  Upper  Shirley  Road,  Croydon,  Surrey  CR2 

5HA.  Tel:  01-654  4454. 


COSMETICS  AND 
PERFUMES 

A  large  range  branded  and  non- 
branded 

Wholesale  only 
SHURE  ENTERPRISES 
227  Shoreditch  High 
Street,  El  6PJ 

Tel:  01  -247  3122 


Agents 


Trade  services 


HEALTH  FOOD 
COMPANY 

Requires  a  reputable  company  with 
own  representatives  to  call  on 
health  and/or  chemist  shops.  We 
specialise  in  vitamin  tablets  and 
capsules  of  high  quality  and  original 
formula. 
Apply  to  BOX  C&D  2790 


Established 
Manufacturers 
Agent 

Calling  on  chemists,  drug  stores,  gift  out- 
lets etc.,  requires  quality  agency  to  com- 
plement range.  Territory:  NW  England,  Gt 
Manchester,  Cumbria.  Staffs.  N  Wales. 
BOX  C&D  2789 
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Shopfittings 


Salesmaster 


It  will  pay  you  to  write  now  for  details  to: 

ROE  SHOPFITTINGS  LIMITED 

Regent  House,  Dock  Road,  Birkenhead,  Merseyside 

Tel:  051 -647  8794 


(  (^UXLlNE 


SHOPFIHINGS  AND  COMPLETE  INSTALLATIONS 


DESIGNED  WITH  THE  MODERN 
PHARMACY  IN  MIND 

★  Free  Planning  Service 

★  Credit  Terms 

★  Shop  Fronts  and  Interiors 

CAMBRAVALE  LIMITED 

8  Commerce  Way,  Leighton  Buzzard,  Bedfordshire 
Telephone  (0525)  381356 


TCW 


Stock  wanted 


WANTED 

Surplus  stock,  discontinued/clearing  lines 
in  toiletries,  cosmetics,  perfumery,  sundries 
etc.  Cash  payment  and  immediate  deci- 
sions-  Confacf: 

KEMISTORES  (Wholesale), 
166,  Hammersmith  Road, 
London,  W.6. 
Tel:  01-748  4902. 
Telex:  8951749  Pipes  G. 


A.  &  H.  OTTER  LTD. 

(established  1920) 

Largest  cash  stock  buyers  in  the 
trade  for  manufacturers'  clearing 
lines,  and  retailers'  stocks. 
8  Northburgh  Street,  London 
EC1V  OBA.  Tel:  01-253  1184/5. 
Telegrams:   "Salvall",  London 

E.C.1.  (TCW) 


Trade  marks 


"Everything  you  need 
to  know  about 
Pharmaceutical  Shopfitting" 


Write  or  telephone  for  your 
FREE  Pharmacy  Information 
Pack,  sent  by  return  of  post. 

Tower  Works,  Lower  Rd., 
Gravesend,  Kent,  DA  11  9BE 
Telephone  (0474)  60671 


SHOWRAX 


The 
Nurtfifleer  _ 
Group 


Magnum  spos 

Shopfittings 


A  New  Generation  of  Pharmaceutical  Shop- 
fitting  Equipment-flexible,  easy  to  install, 
superb  colour  combinations  and  com- 
petitively) priced.  Write  or  phone:  Magnum 
Opus  Ltd;  The  Maltings,  Southminster, 
Essex.  Tel:  (0621)  772248. 


Situations 
wanted 


ONE  YEAR 
PRE-REGISTRATION 

EXPERIENCE 
required  for  a  1981 
Graduate 
Anywhere  considered 
Please  phone  01-262  7691 


The  Trade  Marks  set  out  below  were  assigned  on  3  September 
1980  by  HARKER  STAGG  LIMITED  of  Abacus  House,  33  Gutter 
Lane,  Cheapside,  London,  EC2V  8 AH,  to  W  B  PHARMACEUTI- 
CALS LIMITED  of  Abacus  House,  33  Gutter  Lane,  Cheapside, 
London  EC2V  8 AH,  WITHOUT  THE  GOODWILL  OF  THE  BUSI- 
NESS IN  WHICH  THEY  WERE  THEN  IN  USE 


No. 

690125 


Mark 

CELEVAC 


692247  RAYOLAST 


Goods 

Pharmaceutical   preparations  and 

substances 

Bandages 


Name 


Address. 


Telephone. 


BENEFIT  FROM  OUR  30  YEARS  EXPERIENCE! 


FOR 

QUICK  EFFICIENT  SERVICE 
at  COMPETITIVE  PRICES 

SPUR  adjustable  shelving 
READICLIP 

+  Free  standing  displays 
DETROIT 

LABELLERS  and  Labels 
PEGBOARD  FITTINGS 

SUPERMARKET  BASKETS 
H.P./Leasing  facilities 

UOMECOUIVTIEC 

■  ■  SHOP  EOUIPMENT  sj 

Otterspool  Way.  Watford-by-Pass 
Watford,  Herts.  Tel.  34528 


DISPENSARY 
and  PHARMACY 

Specialists 


Complete  service.  N.P.A.  and 

NUMARK  approved. 

Eplan  UNIT  SHOPFITTINGS 

Eustace  International 
E  Plan  Estate,  New  Road 
Newhaven,  Sussex  BN9  0AE 
Telephone:  07912-7711 

(TCW) 


SPECIALIST  SHOPFITTING  SER- 
VICES. Free  Planning,  Competitive 
Prices.  Phone  061-445  3506.  H.  A. 
Peyser,  20  Fairfax  Avenue,  Didsbury, 
Manchester  M20  0AJ.  (TC) 


Umdasch 


—  COMPLETE 
SHOPFITTERS 

PLUS      Shopfittings  of  quality. 

A  complete  professional  Design 
&  Contract  service. 

DRENMEAO  LTD., 

Britannia  Estate, 
Leagrave  Road, 
Luton,  Beds.  LU3  1 RJ. 
Tel:  (0582)  421851. 

N.P.A.  approved  shopfitters. 


apian 

shopfitting  limited 

alpbn  house,  cavalier  road, 
heathfield,  newton  abbot,  devon. 
tql2  6tg      tel.  0626  832059. 
from  counters  to  total  contracts 
alplan  s  national  coverage  for 

pharmacies 


SHOPKIT 

The  world's  first  D.I.Y.  shopfitting  system 
can  save  you  as  much  as  £1,500  on  an 
average  refit.  Illustrated  leaflets  sent  by 
return  of  post. 

SHOPKIT 
50  Ivatt  Way, 
Peterborough  PE3  7PN 
or  telephone 
Peterborough  0733  265263 
(24-hour  cheap  rate  service)  <<t/4M) 
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Stock  foi*  sale 


Large  Stock  of 

Non-lubricated  Durex 
FOR  SALE 

Minimum  sale  500  gross  at 
Bargain  price  to  clear. 

£2.75  per  gross 

Ring  R.M.E.  Promotions 
on  01-935  8428 


EXPORT/IMPORT 

British  and  Continental  Pharmaceutical  and  Veterinary 
medicines.  Available  for  AFRICA,  MIDDLE  EAST  and 
developing  countries. 

IF  YOU  ARE  BUYING  OR  SELLING  we  would  like  to  make 
contact  with  you. 

Telex  us  on:  8813246  WEMSEC'G 
Attn:  Mr  BRIAN 


COSMETIC  PENCILS 

Lowest  price  for  top  quality  eye  and  lip  pencils,  eg  pencils  with  £1  +  retail  are 
just  15p. 

Superb  colour  range  •  Supplied  in  dozens  or  1000s 

For  details  and  sample: 
WEST  COAST  DISTRIBUTORS 
21  Gwallon  Road,  St.  Austell,  Cornwall.  Tel:  (0726)  63174. 


Three  Pears  Cosmetics 
Station  Road 

Warloy 
West  Midlands 

WE  OFFER  A 

LARGE  RANGE  OF 

TOP  QUALITY 

PERFUMES  AT 

BELOW  TRADE  PRICES. 
CONTACT 
ANGELA  CLARKE 
ON  021-559  9367 

(3/5F) 


ONE-SIZE  TIGHTS  from  £2.30  doz. 
plus  VAT.  Min.  order  8  doz.  overall. 
CWO.  Carriage  free.  Full  range  Price 
List.  E  &  R  Kaye,  16/18  New  Bridge 
Street,  London,  EC4. 


Situations  vacant 


WANTED 
IMMEDIATELY 

Pharmacist  for  busy  village  pharmacy 
near  Lake  District.  Ideal  opportunity  for  a 
graduate.   Accommodation  available. 
Salary  negotiable. 

Telephone  Kendal  25159  after  4  pm 


CHEMISTsf 
DRUGGIST 


Classified  Advertisements 

Post  to  Classified  Advertisements,  Chemist  &  Druggist,  Benn 
Publications,  Sovereign  Way,  Tonbridge,  Kent  TN9  1RW. 
Telephone  Tonbridge  (0732)  364422. 

Copy  date  12  noon  Tuesday  prior  to  publication  date 


ORDER  FORM 
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The  Triangle  Trust  helps  people  of  the 
Pharmaceutical  Industry 

The  Triangle  Trust  1949  Fund  is  an  independent  charitable 
trust  administered  by  a  Board  of  Trustees.  Its  primary  aim  is 
the  relief  of  hardship  or  distress  in  the  case  of  people  and  their 
dependents  employed,  or  formerly  employed  in  the  phar- 
maceutical industry  in  Great  Britain  and  the  British  Com- 
monwealth. Such  relief  may  include  assistance  with  the  edu- 
cational expenses  of  children. 

The  Trustees  are  also  prepared  to  consider  applications  for 
financial  assistance,  beyond  the  scope  of  an  employer's 
responsibilities,  with  education  or  training  in  general  subjects, 
including  music  and  the  arts. 

For  additional  information,  or  to  apply  for  assistance,  write  to: 
The  Secretary,  Dept  CD,  The  Triangle  Trust  1949  Fund, 
Clarges  House,  6-12  Clarges  Street,  London  W1Y  8DH. 


Top  quality 
assorted  Cosmetic  Brushes 
on  Display  Stand,  specially  designed 
to  increase  your  sale. 

Price  £35.95 
+  VAT  &  Carriage. 

Please  contact  us  for  your 
nearest  stockist. 

Wholesalers  enquiries  welcome. 

DIMPLES  62  Charles  St  Manchester 
M1  7DF.  Tel:  061-236  3578. 


I 


Advertisement 
Materials 


We  should  like  to  draw  the  attention  of  adver- 
tisers to  paragraph  4  of  the  Conditions  of 
Acceptance  of  Orders,  which  states: 


1 


PRINTING  MATERIAL  WILL  BE  RETAINED  for 
a  period  of  twelve  months  following  publica- 
tion after  which  they  will  be  destroyed,  unless 
their  return  has  previously  been  requested  by 
the  advertiser  or  his  agents'. 


We  regret  that  problems  of  storage 
compel  us  to  implement  this  rule 
more  rigidly  than  in  the  past  and  we 
wish  to  give  notice  that  all  materials 
used  June  1980  will  be  destroyed 
unless  we  receive  instructions  by 
July  19,  1981  to  return  them  to  the 
advertiser  or  agent. 
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These  are  extracts  from  some  hundreds  of  letters 
received  from  people  wanting  disposable  Cumfies. 

Continuous  advertising  in  women's  journals  is 
producing  this  kind  of  response  every  day- letters 
from  enquirers  wanting  to  buy  Cumfies  from  you!  Are 
you  losing  out? 

Two  million  seven  hundred  thousand  unfortunate 
people  in  the  U.K.  suffer  from  some  form  of 
incontinence- nearly  all  of  them  could  be  your 
customers! 

Incontinence  is  an  embarrassing  condition,  stock 
Cumfies  now  and  help  restore  the  dignity  of  the 
sufferer.  With  a  25%  margin  on  every  pack  you'll  not 
regret  such  a  service. 


cumfies 


Vermin 

PRODUCT 


Available  from  your  local  wholesaler 

Vernon-Carus  Limited,  Penwortham  Mills,  Preston,  Lanes  PR1 9SN. 


Why  lock  it  up  when  you  can  stamp  it  out? 


:a  \  ca^sec  b\  a  group  of  fungi 
lytes-  and  a  spiteful  little  gang 


A:°  e:es  'zz:  s  zr  r 
~-  z:.-  as  Ier~~". 
the\  aretoo! 

There  are.  of  course,  several  fu  n g  istati  c  p rod  u  cts  o  n  th e 
market  which  can  keep  them  safely 
locked  up  for  a  while.  Trouble  is.  as 
soon  as  you  stop  the  treatment,  the 
gang  is  liableto  dou  nee  right  back  and 
start  causing  trouble  again. 
There's  only  one  sure  way  to  stamp 
them  out-and  that's  with  a  fungicida 
preparation.  Like  Tinaderm, 
Tinaderm  doesn't  pussyfoot  around 
the  problem-it  kills  fungi,  stone  dead. 
So  next  time  a  customer  asks  you  for 
something  to  treat  athlete's  foot/emember  the  name 
Tinaderm.Its  theone  that  makes  Dermatophytes  turn 


z  -a"s:e 


Stamps  out  athlete's  foot-fast! 


<  P^a^aceuiica'S  Ltd  Mildenha  Suffolk  IP28  7AX. 
"632'.  Affiliated  .v    sc-e^  \g  corporation  u.sa. 
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PHILIPS 


RAND  LEADERS  BACK 
N  TV  WITH  MASSIVE 


HRISTMAS 
AMPAIGN. 

■  Philishave  and  Ladyshave  already  have  almost 
If  the  total  shaver  market.  We're  keeping  it  that  way 
th  a  national  TV  campaign  this  Christmas.  Right  in  the 
ak  shaver-buying  period. 

Our  latest  Philishave  campaign  launched  the 
iw  silver  and  black  range. 

And  brand  leadership  soared.  We'll  reach  new 
hts  (and  customers)  this  November  and  December. 
I  hardly  be  off  their  screens. 

And  we'll  be  putting  more  bigTV  money  behind 
e  ladies'  favourite  -  Ladyshave.  So  Philishave  and 
idyshave  will  outsell  the  competition. 
TO  SURE  WITH  OUR  STYLISH  DISPLAY  MATERIAL 


Philishave  and  Ladyshave  make  ideal  Christmas 
ts- especially  in  their 


tractive  presentation 
xes.  Make  the  most  of 
m  by  displaying 
mwith  our  eye-catch- 
^point-of-sale  material. 

Ask  your  repre- 
tative  for  details.  Make 
re  you've  the  stock  to 
set  the  demand 


uply  years  ahead. 


PHILIPS 


Philips.  The  biggest  name  in  small  appliances. 
The  Philips  Small  Appliances  collection: 

Philishave8  Electric  Shavers,  Ladyshave,  Hai  rdriers.  Health  Lamps, Sunlamps, 
Solaria,  Suncouch,  Fan  Heaters.  Correctors,  Bectric  UnderhLankets,  Clocks,  Coffee- 
makers,  Toasters,  I  rons.  Blender,  Knife  Sharpener,  Citrus  P'  es  s  Ta-Zce-e-s  r::: 
Mixers.  Gas  Ughter,  Window  Faa Hostess Trrjfleys,Trays,  (Cabinets  and  Cook  n'  Serve 

Philips  Small  Appliances  Division,  Drury  Lane.  Hastings,  Sussex  TN34 1XN. 


WH1TER0S 
CUCUMBER 


"JQUIDSOAP 

■      250  ml.  e 


ap  every  i 
been  waiting 
to  get  on  their  hands. 


Ours  may  not  be  the  first  Liquid  Soap  on  trie  market,  but  it  is  certainly  the 
Lest  looking— on  your  shelves  and  in  your  customers  homes. 

And  it  has  got  the  advantage  of  a  very  well-known  fragrance  and  brand-name. 
And  it  is  in  special  eye-catching  display  outers. 

Sell  the  Liquid  Soap  that  is  beautiful  as  well  as  practical— Grossmith's  White 
Rose&Cucumber  Liquid  Soap. 

J  Grossmith  Ltd.,  New  Road,  ^nsf  card,  Cheshire. 


Christmas  Gifts 

Cautious  optimism  from 
the  manufacturers 


Whether  we  like  it  or  not  the 
Christmas  selling-in  period  has  'begun. 
Trade  shows  are  already  in  full  swing 
around  the  country  hut  what  are  the 
prospects  for  sales? 

Trends  this  year  appear  to  he 
favouring  the  tried  and  trusted  lines 
that  have  proved  successful  in  the 
past,  although  there  are  interesting 
new  ranges  from  Goya,  Max  Factor 
and  Brookrule.  Any  new  additions  to 
ranges  have  been  made  mainly  in  the 
lower  price  bracket. 

Forecasting  ahead  is  never  easy 
and  with  mafket  reviews  only 
agreeing  to  differ,  personal  retailing 
experience  is  the  best  guide.  Some 
retailers  were  caught  out  last  year  by 
the  sudden  and  late  Christmas  rush  by 
which  time  it  was  too  late  to  obtain 
back-up  stock.  However  it  is  one 
trend  that  does  seem  increasingly 
apparent  and  should  be  catered  for. 

Value  for  money  gifts  were 
predominant  last  year  and  can  be 
expected  to  be  just  as  popular  this 
year.  One  interesting  trend  is  the 
increase  in  window-fronted  coffrets — 
the  consumer  wants  to  see  what  he  or 
she  is  purchasing  and  wants  the 


recipient  to  see  what  he  or  she  is 
getting! 

With  the  economic  climate  in  its 
present  predicament  decisions  by  the 
retailer  have  to  be  taken  on  priority 
purchases  from  the  abundant  choice 
available.  Companies  this  year  will  be 
pushing  their  products  even  harder 
than  ever  as  the  race  for  the  limited 
shelf  space  heats  up.  With  Revlon 
describing  Christmas  as  "huge 
business"  it  is  a  time  on  which 
companies  in  the  toiletries  and 
cosmetics  field  rely  for  a  large  portion 
of  their  sales. 

At  the  time  of  going  to  Press 
many  companies  were  still  finalising 
their  plans  but  this  supplement  is 
intended  as  a  guide  to  a  selection  of 
the  products  which  will  be  available 
this  year. 

Goya  International  are  introducing  a 
variety  of  new  products  at  the 
Perfumery  Trade  Fair  in  Brighton  this 
week.  They  will  be  on  counter  in 
September. 

One  range  to  be  launched  is  the 
Goya  Body  and  Bath  range  (1)  which 
the  company  says  has  been  created 
following  extensive  research  into  the 
bathroom  market.  It  comprises  three 
new  fragrances:  pirouette,  described 
as  a  fresh,  feminine,  floral  fragrance 
in  many  shades  of  packaging  from 
green  to  golden  yellow;  kachina,  a 
sensual  fantasy  fragrance  with  musk 
with  packaging  in  many  shades  of 
blue;  and  entice,  an  exotic  oriental 
fragrance  in  packaging  shades  from 
rich  burgundy  to  pink.  The  packaging 
colours  have  been  selected  with  the 
colour  co-ordinated  bathroom  in  mind. 

The  range  comprises  after  bath 
lotion,  luxury  foam  bath,  fragrant 
talc  and  fragrant  body  spray.  Each 
item  will  retail  at  £0.95.  A  special 
sleeve  will  be  used  for  Christmas 


packaging  which  will  co-ordinate  with 
the  different  coffrets  (£2.10).  Coffrets 
comprise  sets  of  fragrant  talc  and 
luxury  foam  bath;  after  bath  lotion 
and  luxury  foam  bath;  and  luxury 
foam  bath  and  fragrant  body  spray. 
Each  item  in  the  range  has  slight 
variations  in  packaging  and  label 
design  for  ease  of  identification. 

Goya  are  also  introducing  the 
Perfume  Heart,  a  red  heart-shaped 
trinket  box  containing  a  bottle  of 
perfume  in  the  traditional  Goya 
gardenia  or  black  rose  fragrances 
(£1.60). 

Yardley  (2)  have  added  a  new  set  to 
their  Lavender  range  which  includes 
a  soap  dish  85g  lavender  soap  and 
junior  size  perfume  (£3.95)  whilst 
Richardson  Vick  (3)  are  introducing 
a  Christmas  gift  pack  holding  a 
250ml  bottle  of  Oil  of  Ulay  and  three 
Margaret  Merril  Rose  notelets  (£3.20). 
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Max  Factor  this  year  are  using  the 
same  theme  across  their  ranges  with 
different  colours  differentiating  the 
various  skincare,  colour  cosmetic  and 
fragrance  ranges.  For  instance,  Max 
Factor  (1)  will  he  in  light  blue  foil 
wrapping  with  a  dark  blue  and  gold 
logo.  Factor  for  Men  fresh  amber  will 
have  gold  foil  with  an  amber  and  brown 
logo  and  fresh  spice,  silver  foil  with 
logo  in  pale  blue  and  brown. 

The  Norman  Hartnell  In  Love 
collection  (2)  sees  two  new  additions 
this  year.  They  are  a  diamond  cut 
atomiser  filled  with  perfume 
complimented  by  a  red  silk  rose 
(£19.50)  and  a  parfum  de  toilette 
combined  with  an  arrangement  of 
everlasting  flowers  (£2.85). 

Jontue  (3)  is  expected  by  Revlon 
to  'be  one  Of  their  best  sellers  this 
Christmas  which  they  are  presenting 
in  an  18c  Provincal  print  and  a 
Heirloom  perfume  line  coming  in  a 
14ml  glass  'bottle  with  sculptured 
stopper.  Revlon  believe  they  have  the 
most  popular  Christmas  ranges; 
coffre'ts  being  available  in  all  lines. 

Faberge  have  packaged  Cavale  (4) 
in  four  gift  presentations.  Leading  the 
range  of  cologne,  perfumes  and  bath 
luxuries  is  the  15'ml  Cavale  parfum 
luxe  coming  'in  a  silver  casket 
(£21.95).  Pictured  from  left  to  right  are 
the  eau  de  toilette  spray  78ml 
(£10.25)  and  57ml  (£7.85),  eau  de 
toilette  and  hand  and  body  lotion  gift 
set  (£6.25)  and  the  spray,  bath  silk  and 
soap  presentation  (£16.75). 

Richards  &  Appleby's  Personality 


To  her 


mm 


range  of  toiletries  are  available  this 
Christmas  in  nine  gift  sets.  Seven  of 
these  will  retail  for  less  than  £1  and 
all  have  a  new  look  with  packaging 
coming  in  soft  shades  of  yellow  or 
pink.  In  the  picture  (5)  are 
presentations  containing  talc  and  hand 
cream  (£0.99),  and  flower  soap,  talc 
and  two  foam  bath  sachets  (£1.30). 

Aviance  gift  sets  (6)  from 
Matchabell'i  include  a  silky  body  lotion 
and  talc  combination  (£4.75),  eau  de 
toilette  atomiser  and  talc  (£6.55)  and 
dusting  powder,  silky  body  lotion  and 
eau  de  toilette  atomiser  (£9.75).  All 
are  window  fronted  packs  and  a  colour 
brochure  is  available  for  retailers. 
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Pagan  Man  got  plenty  clout  this  Christmas. 


■    V-l  MAN 

m 


Heap  plenty  money  puts  the  television  and  £100,000  in-store 

Pagan  Man  range  of  male  toil-  persuading  everyone  with  a  love 

etries  in  a  powerful  position  this  of  the  pagan  to  part  with  their 

Christmas.  With  £400,000  on  club  money  this  Christmas. 

SEE  HOW  WE  MEAN  BUSINESS-BEECHAM  SCOTT&BOWNE. 


/  V 


Yardl'ey  (1)  have  added  two  lower 
priced  coffrets  to  their  fine  fragrance 
range.  These  are  a  Laughter  and 
Chique  ta'lc  and  soap  (£3.25  and  £3.45). 
The  leading  Chique  set  of  talc  and  loz 
cologne  spray  at  £5.99  is  £0.81  less  than 
if  the  two  items  were  purchased 
separately. 

Ronson  suggest  their  illuminated 
mirror  as  a  possible  Christmas 
personal  care  present.  Retailing  at 
£12.95  the  looking  glass  (2),  they  say, 
gives  a  diffused  shadow  free  light 
solving  the  problems  of  inadequate 
lighting  and  is  ideal  for  applying  day 
or  evening  make-up.  Coming  with  a 
storage  tray  the  mirror  can  be  used  on 
a  dressing  table,  attached  to  a  wall  or 
hand  held.  The  swivel  mirrors  provide 
both  normal  and  magnified  reflection. 

Cologne  Perfumery  have  a  range  of 
newly  packaged  coffrets  this  year.  In 
co-ordinated  trims  of  blue  and  gold, 


lined  in  blue  sat'in-type  material. 
One  example  (3)  is  the  25ml  4711  eau 
de  cologne  and  guest  soap  (£1.95).  The 
coffrets  are  window  fronted  with  the 
contents  clearly  displayed. 

Described  as  "the  most  sensual 
fragrances  in  the  world",  Jovan  J'espere 
and  Night  Blooming  Jasmine  are 
available  in  Christmas  gift  wrap  (4) 
Both  fragrances  are  available  'in  a  15ml 
perfume  spray  and  25ml  cologne  spray 
(£3.45). 

Jovan,  available  for  both  the  male 
and  female  markets,  is  available  in  four 
gift  sets  (£4.49-£6.98)  one  of  which  is  a 
Jovanimal  with  musk  oil  perfume.  A 
£400,000  television  advertising 
campaign  will  support  the  range. 

Finally  two  new  gift  sets  have  been 
added  to  the  lower  end  of  the 
Chantilly  range  (5).  These  are  perfumed 
talc  with  both  eau  de  parfum  atomiser 
(£6.20)  and  3m'l  purse  parfum  (£3.90). 
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When  Jovan  turns  on,  so  will  they. 


Again  thcjovan  Collection 
seductively  slips  on  Christmas  television. 

Jovan  Musk  Oil,  'too  sexy  for  words' 
Mew  J'Espcrc,  'the  smouldering  aroma 
or  daytime'  and  new  Night  Blooming 


Jasmine,  'the  sensuous  essence  of  the  night 
hours! 

It's  a  £400,000  television  and  £250,000 
in-store  campaign  that's  going  to  leave  the 
country  breathless. 


SEE  HOW  WE  MEAN  BUSINESS-BEECHAM  SCOTT  &  BOWNE. 


Bath  products  are  both  popular  and 
practical  gift  items.  Among  the  vast 
choice  available  is  the  Cidal  Skin  Soft 
moisturising  bath  essence  (1)  described 
as  "a  subtle  combination  of  gentle 
cleanser  and  conditioning  ingredient 
which  turns  a  bath  into  a  genuine  all- 
over  beauty  treatment".  Presentation  is 
a  130ml  bottle  (£1.20)  coming  with  a 
carton  carrying  a  butterfly  motif. 

Andre  Philippe  (2)  present  bubble 
bath  and  cologne  in  decorative  bottles 
and  Taylors  of  London  have  added  a 
foaming  bath  gel  to  their  range 

(3)  comprising  blended  oils  scented  with 
gardenia,  lavender,  lily  o'f  the  valley 
and  rose.  Packaging  is  in  a  Victorian 
style  decoration  with  boxes  colour-coded 
to  the  fragrance  (300ml,  £2.95). 

A  Christmas  suggestion  from  G.  A. 
Cody  is  their  'brush  and  manicure  set 

(4)  ,  one  of  a  comprehensive  range  o'f 
grained  leather  gift  lines  which  features 
items  for  all  age  groups  (£3-£10)  and 
from  Outdoor  G'irl  there  is  the  Face 
Colour  collection  (£4.20)  which 
comes  in  a  dark  green  marbled  case 
complete  with  mirror  and  dark  green 
and  gold  outer.  The  colleotiion  (5) 
contains  'coordinated  colours  for  the 
lips,  cheeks  and  eyes.  The  'colours  have 
been  chosen  to  complement  most 
colourings.  Cologne  Perfumery  (6) 

has  as  one  of  their  Christmas  coffrets 
an  eau  de  cologne  in  4711  range  (30ml, 
£1.75).  Presentation  is  in  the  'blue  and 
gold  trimmed  livery  of  the  range. 
Prices  for  the  eleven  coffrets  and  five 
novelties  range  from  £0.59  to  £4.40  all 
of  which  come  'in  the  new  Christmas 
presentation. 


To  her 
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TheFenjal  feelingonTVwill  make 
women  a  soft  touch  this  Christmas. 


Fcnjal  crcme-bath,  internationally 
amous  for  its  outstanding  fragrances  and 
noisturizing  puts  its  best  foot  forward  on 
:he  nations  TVs. 

Last  year's  debut  appearance  resulted 


in  40%  sales  boost.  This  years  £300,000  cam- 
paign and  £200,000  in-store  activity  together 
with  the  new  variant  -  Romana  —  means  an 
eager  audience  will  be  wanting  even  more  of 
the  world  s  largest-selling  bath  range. 


SEE  HOW  WE  MEAN  BUSINESS-BEECHAM  SCOTT  &  BOWNE. 


▲  2 


A  recent  arrival 
in  the  fragrance 
market  is  Epris 
by  Max  Factor. 
Two  Epris  gift 
sets  are 
available  this 
Christmas  in 
cylindrical  white 
drums.  They  are 
an  eau  de 
toilette  spray 
(38ml)  and 
dusting  powder 
(£13.50)  and  an 
eau  de  toilette 
spray  (17ml)  and 
perfume  dram  (£6.55). 

Yardley  (1)  this  year  have  introduced 
coffrets  'in  the  Roses  fragrance.  The 
pale  pink  window  faced  cartons  allow 
the  customer  to  see  at  a  glance  what 
they  are  buying — either  a  talc  and  soap 
(£2.60)  or  talc  and  cologne  spray 
(£4.35).  Ru'binstdin  (2)  have  available 
this  year  'a  Skin  Life  gift  box  holding 
a  200ml  cream  cleanser,  100ml  honey 
tonic,  50ml  emulsion  and  30ml  eye 
cream  (£30)  and  Dana  Perfumes 
(3)  have  a  range  of  festive  red  packs  for 
their  Tabu  range.  Each  box  will  bear 
an  embossed  gold  and  navy  seal 
featuring  the  letter  "D\ 

This  year's  Christmas  collection 
comprises  seven  Tabu  products  which 
include  eau  de  cologne  sprays  (28g  and 
56g),  handbag  size  perfume  spray  (7g) 
and  pure  spray  cologne  (50ml).  Bath 
time  also  has  a  festive  feel  with 
dusting  powder  with  puff  (112g)  and  de 
luxe  bath  soap  (175g).  There  are  two 


gift  sets  available  one  comprising  eau 
de  cologne  spray  and  de  luxe  bath  soap 
(£4.80)  and  the  other  features  eau  de 
cologne  spray  and  talc  (£4.90).  The 
range  will  be  available  from  September. 
Retail  prices  are  all  under  £5. 

Prince  Matchabelli  have  specially 
wrapped  items  available  at  normal 
prices  whilst  stocks  last.  (4)  Products 
available  Include  Cachet  body  lotion, 
foam  bath,  talc,  eau  de  toilette  spray 
and  dusting  powder;  Aviance  silky  body 
lotion,  talc,  eau  de  toilette  atomiser 
and  dusting  powder. 
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They!!  beonthetellyandunderthetree. 


\  sven  got  a  gift  for  you. 


mm\ 


It's  a  handsome  bonus  on  top  of  the  handsome  profit  you 
regularly  make  on  our  Christmas  ranges. 
But  we're  keeping  it  under  wraps. 
(Yes,  it  is  that  good!) 

If  you  want  to  know  how  much  it  is,  youU  have  to  ring 
us  up. 

And  if  you  want  to  get  it,  youH  have  to  be  invoiced 
before  August  31st.  (If  you'd  prefer  extended  credit  to  a 
straight  percentage  off  your  invoice,  that  can  be  arranged.) 

Coming  up  with  great  Christmas  gift  ideas  is  something 
were  especially  good  at. 

Look  at  our  Imperial  Leather  Ladies'Collection. 
A  best-seller.  And  now  sporting  an  even  prettier  design. 
Or  Classic-our  men's  toiletries  range.  Every  year  it  goes 
from  strength  to  strength.  Now  there's  Soap  on  a  Rope  and 
a  special  Aftershave/Talc/leather  credit  card-holder  set,  too. 

As  for  the  novelty  range,  you'd  hardly  expect  one  to  be  a 
little  goldmine.  Ours  is.  Always  has  been.  From  golf  sets  for 
dads  and  sons,  to  cuddly  toys  with  baby's  talc,  we  can  fill  every 
stocking  in  the  house! 

In  fact,  the  whole  range  has  been  a  firm  favourite  for 
years.  And  when  your  customers  find  out  that  we've  kept  our 
y    prices  down  to  between  £1  and  £6 . . .  well! 

Ring  your  Cussons  regional  office  now. 
\  If  you're  quick,  youU  make  more  profit  on  gift 

'  -  -      sets  that  have  always  been  money-spinners. 

mL  .  .   -  ~  -  J  [ '         And  isn't  that  what  you've  always 
Wt±['' '  wanted  for  Christmas? 

Hfe: \  . .         •'  >  Anglia/London  and  South: 
K^Vv    '  01-446  4351/2 

^  • '  Midlands/South  West  and  Wales: 

,        5-        .,  0272-874696 

\       Scotland  and  North:  061-792  6111 


Cussons 


New  to  the  Pagan  collection  this  year 
is  a  hand  and  'body  lotion  available  in 
a  coffret  with  a  25g  spray  mist  (£4.05). 
The  collection,  which  is  available  in 
new  gift  designs  of  pale  cream 
blending  to  brown,  also  comprises  a 
talc  and  25g  spray  mist  coffret  (£3.90) 
and  a  soap,  'foam  bath  and  talc 
combination  (£5.05).  Other  Lines  for 
Christmas  are  the  50g  spray  mist 
(£3.75)  and  the  soap  duo  gift  pack 
(£2.55). 

Talc  and  hand  and  body  lotion  are 
two  new  additions  to  the  Voila  range, 
the  talc  'being  available  with  a  25ml 
cologne  spray  in  a  coffret  (£5.70).  The 
two  cologne  sprays  are  available  in 
gift  sleeves  (25ml,  £3.95  and  50ml, 
£5.75)  along  with  the  pefume  (£7.95) 

For  Christmas  Elizabeth  Arden 
are  introducing  Byzantium,  a 
collection  which  includes  nine 
porcelains  containing  fragrance  and 
bath  products  and  specially  packaged 


gift  sets  Of  Blue  Grass,  Memoire 
Cherie  and  Cabriole.  Pictured  are  the 
individual  Memoire  Cherie  'fragrance 
and  bath  items  in  the  Byzantium 
wrap.  Gift  set  prices  range  from  £3.75 
for  a  Blue  Grass  duo  of  dusting 
powder  and  hand  soap  to  £18.50  for 
eau  de  parfum  spray,  dusting  powder, 
hand  lotion  and  bath  soap. 

Available  from  Vichy  in  October 
will  be  an  Equalia  gift  pack  range 
(£4.20)  comprising  a  30ml  tube  of 
Equalia  in  a  matching  quilted  make-up 
bag.  These  will  be  packed  in  clear 
acetate  'boxes  together  with  vouchers 
offering  customers  £1  off  their  next 
purchase  of  any  Vichy  product.  The 
gift  set  comes  in  its  own  merchandiser, 
minimum  orders  being  12  packs. 

The  Original  Gingham  range  of 
products  are  all  individually  packaged 
in  red,  highlighted  with  gold.  Products 
available  include  toilet  water  spray, 
perfume,  dusting  powder  and  foam 


bath  and  prices  range  from  £2.50  to 
£3.65. 

Finally  Goya  will  again  have  their 
Snow  Boot  (£1.40).  A  merchandiser 
will  be  available  for  three  each  of  the 
four  perfume  variants  in  the  Goya 
Classic  range.  Each  Snow  Boot 
contains  a  3.5ml  bottle  of  perfume  in 
an  acetate  bottle  with  a  colour 
co-ordinated  tag  to  highlight  the 
fragrance. 
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Soaps  are  a  popular  gift  at  Christmas 
and  among  the  many  available  this 
year  are  from  Rubinstein  a 
Herbessence  soap  in  a  dish  (lOOg, 
£2.50)  coming  in  burgundy  packaging 
with  a  gold  bamboo  motif  and  label. 
Norton  of  London  have  their  popular 
Chelsea  Flowers  range  of  soaps  and 
creme  bath  coming  in  six  fragrances 
and  specifically  for  Christmas  there  is 
the  drum  gift  pack  containing  three 
soaps  (£2.25). 


A  Touch  of  Class 

from  G.  A.Cody  Ltd. 


Profit  from  a  superb  collection  of  ground  leather  manicure  sets  which  combine  classic 
styles  with  chic  new  designs  to  bring  you  the  ultimate  selection  in  Christmas  Gifts. 

Our  manicure  sets  are  craftsman  made  in  Austria  and  customers 
whether  large  or  small  enjoy  a  great  deal  of  repeat  success  which 
we  support  with  competitive  prices  and  prompt  deliveries 

Manicure  range  includes  :- 
Ladies,  Gents,  Junior  and  Travelling  Sets 
Make-up  and  Manicure  Combination 
Grooming  Kits,  Brush 
and  Manicure. 


G.A.Cody  Ltd.  1  Stubbington  Avenue,  Whitehill,  Bordon,  Hants.  GU35  9AW.  Tel.  (04203)  2402. 
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To  him 


Disappointing  is  how  Geoffrey 
Sladden  describes  the  mass 
market  for  men's  products.  But 
rather  than  leave  it  at  that  he's  decided 
to  go  it  alone — with  a  little  help  from 
Jacques  Bogart  and  his  One  Man  Show. 

Mr  Sladden  is  no  stranger  to  the 
men's  fragrance  market.  In  1965  he 
joined  Richard  Hudnut  and  seven  years 
later  was  invited  by  George  Schultz, 
then  owner  of  Shulton  Inc,  to  start  a 
British  market  for  Old  Spice. 
Developments  at  Shulton  in  the  last 
six  years  alone  have  included  the 
introduction  of  Burley,  Blue  Stratos, 
Mandate  and  Cie. 

Leaving  Shulton  in  December  Mr 
Sladden  has  since  set  up  his  own 
company,  Brookrule  Ltd,  initially  to 
market  men's  fragrances.  The  move 
came  about  he  says  because  there  was 
too  much  American  control  and  not 
enough  growth  at  Shulton. 

"The  mass  market  companies  have 
lost  sight  that  you  are  selling  promise, 
not  a  commodity,  and  there  has  been  a 
unit  drop  in  sales"  says  Mr  Sladden. 
"You  cannot  persuade  a  customer  to 
buy  a  promise  in  a  supermarket.  Mass 
marketeers  have  forgotten  this, 
expanded  and  relied  on  advertising 
only  to  find  they  can't  afford  the 
degree  of  advertising  they  were  used  to. 
Consequently  they  have  reduced  the 
value  of  the  products  to  that  off 
shampoo  and  become  utterly  boring 
to  the  consumer. 

"However,  the  high  priced, 
selectively  distributed  sector  of  the 
market  has  shown  good  growth  in  units 
as  well  as  money,  particularly  the 
imported  French  brands  which  have 
spear-headed  this  growth." 

And  it  is  in  this  sector  that  Mr 
Sladden,  for  now,  is  concentrating  his 
activity.  Among  French  perfumers 
Jacques  Bogart,  with  Bogart  for  Men, 


New  company  for  men's  fragrances 


Boils  de  Vetiver  and  now  One  Man 
Show,  is  rated  fourth  in  the 
international  market  of  selectively 
distributed  fragrances. 

One  Man  Show,  his  latest 
fragrance,  has  taken  two  years  to 
develop  and  is  described  as  a  blend  of 
some  200  notes  with  a  lift-off  of 
floral  and  citrus  developing  into  green 
aromatic  notes  with  a  warm  woody 
spicy  base. 

Packaging  is  based  on  shades  of 
grey  anthracite  with  fine  gold 
highlights  and  both  the  aftershave  and 
eau  de  toilette  are  available  in  four 
sizes— 75ml.  125ml,  250ml  and  100ml— 
the  latter  as  a  natural  spray.  Prices  for 
the  aftershave  range  from  £5.95-£17 
and  for  the  eau  de  toilette  from 
£7.65-£18.50. 

The  aftershave  can  be  distinguished 
from  the  eau  de  toilette  by  its  lighter 
grey  bottle  caps  and  labels. 


Also  in  the  range  is  a  soap  (lOOgm, 
£2.50)  coming  in  a  liveried  travelling 
box  fitted  with  a  drain  dray  and  there 
is  an  aerosol  deodorant  (140gm,  £4.50). 

Gift  combinations  will  be  available 
for  Christmas  and  distribution  will  be 
through  chemists  and  department 
stores  with  an  opening  parcel  of 
£300.  Samples,  displays  and  shelf 
strips  will  be  available. 

On  the  future,  Mr  Sladden  has  this 
to  say.  "I  see  One  Man  Show  as  a  self 
purchase  product  not  only  as  a  gift 
purchase.  Self  purchase  by  men  of  the 
more  expensive  brands  of  eau  de 
toilette  and  aftershave  has  increased  at 
a  much  greater  weight  than  the 
medium  and  lower  priced  brands, 
purchase  of  which  is  more  often  than 
not  left  to  other  members  of  the 
household.  I  anticipate  One  Man  Show 
being  a  major  seller  in  the  higher 
priced  part  of  the  market."  Brookrule 
Ltd,  11  Hanover  Street,  London 
W1R  9HF.  ■ 


Among  the  Pagan  Man  presentations 
are  five  gift  coffrets  containing 
assortments  of  aftershave,  talc, 
antiperspirants,  soap  and  foam  shave 
(£3.50-£5.45)  with  a  100ml  aftershave 
(£3.50)  and  120g  talc  (£1.89)  in  gift 
trim.  Specials  for  Christmas  include  a 
travel  kit  comprising  flannel,  soap  and 
aftershave  (£5.85),  pet  bison  soap  <250g, 
£2.85)  and  50ml  aftershave  (£2.00).  A 
parcel  containing  30  individual  gift 
trims,  27  coffrets,  15  specials  and  21 
standard  lines  is  available  at  a  best  term 
price  of  £159.01.  It  is  supplied  with  two 
aftershave  testers  and  shelf  edgers. 
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The  men's  market  this  year  sees  the 
usual  mixture  of  old  favourites  and  new 
novelties  Brut  and  Brut  33  will  again  be 
the  Faberge  forerunner  (1);  Brut  33  in 
three  duo  and  two  trio  gift  sets  (2.45- 
£4.15)  as  well  as  'individually  cartoned 
aftershave  lotions  and  splash-on  lotions 
(£1.95-£2.99)  and  Brut  with  two  new 
gift  presentations.  These  are  the  45ml 
lotion  with  a  green  leather  notebook 
(£5.45)  and  the  Brut  syphon  gift  boxed 
with  a  stirrup  cup  (£1 1.40). 

Denim  (2)  success  is  attributed  to  its 
heavy  brand  advertising  and  mass 


market  price  structure.  To  support  the 
five  boxed  gift  sets  and  two  specials — 
soap  on  a  rope  and  a  specially  marked 
standard  aftershave  a  £430,000 
Christmas  television  campaign  is 
planned.  The  gift  sets  range  from 
£2.99  (talc  and  soap  on  a  rope)  to 
£5.50  (aftershave,  talc,  soap  on  a  rope) 
with  various  combinations  in  'between. 
This  is  the  first  year  the  aftershave  has 
been  "dressed  up"  for  Christmas. 

Advice  from  Thomas  Christy  for 
Christmas  is  to  invest  in  Ewing  oil 
(3)  and  they  have  produced  a  fun 
package  of  foaming  bath  oil  (£0.98).  A 
pre-packed  unit  of  13  barrels  (trade 
£6.82)  is  available  whilst  on  Tabac 
original  gift  sets  and  selected  products 
there  is  a  money  saving  offer  on  a  wide 
range  of  holidays  (4). 

Packaging  will  display  a  flash 
announcing  the  value  of  an 
International  Holiday  Voucher 
contained  inside  which  is  redeemable 
against  the  cost  of  holidays  for  two 
adults  booked  through  tour  operators 
such  as  Enterprise,  Sovereign  and 
Cunard. 

Finally,  with  70  per  cent  of  electric 
shavers  bought  as  gifts  Philips  will  be 
supporting  their  range  with  a  Christmas 
television  campaign  from  October  (5). 


▲  5 
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most  provocative  new  fragrance 
by  Max  Factor. 


FEATURING  JACLYN  SMITH 


Key  to  manufacturers 

The  following  companies  have  editorial 
'pictures  appearing  in  this  supplement:  — 
4711,  Cologne  Perfumery  Ltd, 
Albion  Soap  Co  Ltd, 
Andre  Philippe  Ltd, 
Beecham  Proprietaries, 
Brookrule  Ltd, 
G.  A.  Cody  Ltd, 
Thomas  Christy  Ltd, 
Colson  &  Kay  Ltd, 
Columbia  Products 
Dana  Perfumes  Ltd, 
Elizabeth  Arden  Ltd, 
Eyelure  Ltd, 
Faberge  Inc, 

Gala  Cosmetics  &  Fragrances, 
Goya  International  Ltd, 
Norman  Hartnell  Ltd, 
Houbigant  Ltd, 
Innoxa  Ltd, 
Max  Factor  Ltd, 
Norton  of  London  Ltd, 
Parfums  Roberre  Ltd, 
Philips  Small  Appliances, 
Prince  Matchabelli, 
Revkm  International, 
Richards  &  Appleby  Ltd, 
Richardson  Vick, 
Ronson  Products  Ltd, 
Rubinstein  Helena, 
Taylor  of  London, 
Vichy  UK  Ltd, 
Yardley  of  London. 


To  junior 


With  the  growth  in  the  character 
merchandise  market,  Richards  & 
Appleby  have  set  out  to  offer  an 
extensive  choice  of  characters  to  appeal 
to  a  wide  age  range  across  a  broad  price 
bracket  (1).  This  year  five  new  gift  sets 
are  being  introduced  to  the  Paddington 
Bear  range  of  toiletries.  Packaged  in 
brightly  coloured  outers,  all  the  boxes 
have  been  designed  as  play  items  once 
empty. 

The  range  includes  various 
combinations  of  Paddington 
presentations  on  a  station  theme  offering 
figure  soap,  talc  and  bubble  bath  in  a 
choice  of  lost  property,  signal  box  or 
station  buffet  settings  (£1.49-£2.39). 

Also  new  to  the  range  is 
Paddington's  executive  case  in  plastic, 
containing  talc,  foam  bath,  suitcase 
soap,  and  toothpaste  together  with  a 
toothbrush  and  holder  (£4.99).  A  6in 
high  moulded  figure  of  Paddington 
containing  talc  or  foam  bath  can  be 
used  as  a  pencil  holder  or  moneybox 
when  empty  (£2.65). 

Following  the  launch  of  the  Victoria 
Plum  (2)  toiletries  range  a  new  shelf 
display  parcel  has  been  introduced  for 
Christmas  (£36.57).  In  addition,  a  gift 
set  has  been  added  to  the  range. 
Comprising  foam  bath,  transfer  soap 
and  a  soft  pink  facial  cloth  which 
complements  the  packaging  the  set  is 
topped  with  a  festive  bow  (£2.89). 


The  company  has  also  introduced  a 
Woofits  toiletry  range  based  on  the 
children's  stories  written  by  Michael 
Parkinson.  The  range  includes  figure 
soaps  of  both  Angela  and  Elton  Woofit 
£0.75,  the  Woofits  tree  containing 
bubble  bath  or  talc  with  soap  (£1.45) 
and  the  Woofits  summer  house 
containing  all  three  products  (£2.35). 

Post-a-soap  (3)  is  an  unexpensive 
novelty  item  from  Colson  &  Kay  aimed 
at  the  Christmas  market.  Wrapped  in 
airmail  and  surface  parcel  postage 
packs  the  soaps  (85g,  £0.50)  come  in 
display  outers  of  24.  Minimum  order 
quantity  is  two  outers  at  £13.92  trade. 
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pecial  Offer  12  dozen  pierced  earring  caddies,  4 
dozen  of  each  of  the  following. 
Style  502  Vinyl  assorted  colours  £20.64  per  doz. 
Style  508  Damask  Satin  assorted  colours  £22.20 

er  doz. 

tyle  571  Velvet  assorted  colours  £23.40  per  doz. 
All  prices  exclusive  of  V.A.T.  Repeat  orders  in  one 
"dozen  any  style  colours  assorted. 


Mele  the  worlds  leading  Jewel  Case 
Manufacturers,  established  1912 


Tabac  Original  helpsyour  profit 
go  places  this  Christmas. 

We've  given  Tabac  Original  an  extra  ingredient  to  give  it  even  more  sales 
appeal. 

Every  gift  set  and  selected  individual  items  will  contain  an  international 
holiday  voucher  giving  your  customers  up  to  £50  off  an  adult  holiday  for  two 
with  leading  tour  operators  such  as  Sovereign,  Cunard,  Enterprise  and  many 
others. 

The  value  of  the  voucher  varies  according  to  the  particular  Tabac  Original 
product  or  gift  set  and  each  voucher  is  valid  until  March  1983. 

We'll  be  supporting  our  holiday  package  with  heavyweight  national 
magazine  advertising  during  November  and  December. 

So  make  sure  you've  ordered  plenty  of  Tabac  Original.  And  watch 
your  profits  travel. 

For  further  information  contact:  H.  Ford,  Sales  Office  Manager, 
Telephone  (063  33)  66611  or  write  to  Eylure  Ltd.,  ^ 
Grange  Industrial  Estate,  Llanfrechfa  Way, 
Cwmbran,  Gwent.  NP44  3XR. 


■■■■■■■■■■IHBIIHIil^HH 

Tabac  Original  offer  savings  against  selected  holidays  with  Interhotels,  Tom  Hill,  Silvair,  Sovereign,  Enterprise,  Trafalgar,  Modernline,  Pegasus,  ChandrisJ 

Cunard,  CTC,  Fred  Olsen,  Freshfields  Holidays  and  Joe  Walsh  Tours. 


